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2-piece fixture stud travels length of bar 
hanger tightens box in correct posi- 
© tion for your job 


ne 


Patent Applied for 


See the amazingly simple and - ayy ows This enlargement shows the actual construction An extra safety feature exclusive with the APPLE. 
x t 


method of fastening the outlet of the metal positioning “‘nail’’ concealed on a TON Bar Hanger and Bar Low § is shown in this 
hanger with the New APPLETON 2-piece Stud! ends of all APPLETON Expandable Bar Ha enlarged photo. A stur: ook type int koe 
Simply slip the bar stud through box knockout These sturdy metal prongs bite into the st ing vents the 2 metal arms o the APPLETON 
and engage fixture stud. Two quick steps that with a light hammer blow... 5 temporary sup- able Bar Hanger from pulling apart under pressure 
mean no more fumbling during awkward ceilin port until the bar hanger is fixed into permanent exceeding U/L requirements. 
work. Another exclusive feature to save time an position with regular nails. Because these prongs 
money! are concealed, cuts and annoying scratches are 

eliminated. This exclusive APPLETON feature 

saves time and reduces installation costs! 


Also Manufacturers of: M 2 models fit space between joists or studding! All parts are tough, heavy gauge 
.) steel for maximum service. The simple 2-piece fixture stud gives you more 
rf. t wiring room. All components meet or exceed U/L requirements. No matter 
ee i how you look at it, the cost and time saving features built into this new 
APPLETON Bar Hanger and Bar Set make them an outstanding buy... Another 
example of APPLETON'’S continuing program of market research to give 


" Series tone 
Industrial Lights 


you the finest and most efficient products in the electrical field. 


Sold Through Franchised Wholesalers Only. 


Automatic 


Outlet Boxes Reettes APPLETON ELECTRIC COMPANY 
- . 1734 Wellington Avenue Chicago 13, Illinois 


Today, More Than Ever... 


Malleable Iron , “APPLETON ... the Standard for Better Wiring’’® 
Unilets & Covers ®) bs 





ECON dual-element cartridge fuses combine 


EXTRA PROTECTION 
with “QUICK as a WINK “action: 


a ECON x harmless overloads up to 500% 


¥ ited. You get Extra pro- 
tection wit! juUICcK aS a 


ECON SAVES YOU MONEY BY 


e Stopping needless fuse blows 

@ Protecting motors and branch circuits instantly 
@ Keeping machine down-time to a minimum 

* Fast short circuit protection 


ac -rel¥l tah adel gel -t- Mel Mole) \U-lmeer-lamel-Moreltilm-laleMmer-lul-leliare 
unless they are properly controlled .. . ECON dual- 
element cartridge fuses are expressly designed for just 
these applications. The exclusive Econ-Alloy thermal 
element actually acts like a stop watch on overloads 

up to 500%. Economy’s precision engineered link con- 
struction gives positive short circuit protection. ECON 
is available in knife and ferrule types; 0 to 600 amperes; 


250 and 600 volts. Approved by —— 

Underwriters’ Laboratories. > 
Bs e oy 

WRITE for ECON dual-element Catalog S-60 aX 

... Literature also available on the complete oS 


Economy line of pius value fuses. 





FUSES 
FOR EVERY PURPOSe / 


ECONOMY FUSE & MFG. CO., 2717 Greenview Ave., Chicago 14, Mlineis 
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ISTRIBUTORS 


Here we are in 1958 with 4 prospect of competition 
tougher than in ico, = if you can imagine such a thing - 
Yet 1% doesn't take @ crystal ball to predict serious 
profit troubles unless We start "selling" instead of 
"buying" business: 

What 15 profit, anyway? Top management knows, but 
everyone in a successful business must know, that profit 
is not just any favorable aifference between the prices 
at which items are pought and sold. That aifference 

must be big enough to cov heat, light, telephone, 
inventory, accounts receivable, ; cataloging: 
advertising: salaries, business 
costs -~ and still leave 2 real profit for business 


——e —_ 


development and return on invested capital. 


An old-time formula for 4 successful business is 

"buy low anda sell high." It still makes sense: For even 
under highly competitive conditions, a fair price can 

be obtained for any product if the right groundwork is laid 
pefore 4 deal 158 closed. That groundwork is called 
"selling" as a art often neglected in the scramble 


for quick volume. 


During the coming months let's revive some of the things 
we've learned in the past. Let's review the basic 
principles underlying the kind of selling job 1% takes 
to realize planned profit in 4 highly competitive 


market - 
sincerely, 


Ww. d- Moriarty 
WJM:map Distributor Relations Specialis* 





THIS MONTH IN 


ELECTRICAL 
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Here’s sales- 
training—the % 


“hard way”... 


What's your 
opinion? Let us & 


know... 


time to look over 
the “script” 


This may be the > 


What will your 
share be? 


a mORaw PUBLICATION 


@: 
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e), 
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+r 


An eight-page special report on industria 
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The subject this month: Relays 


Making the Big Move 


How Garfield Electric Supply is transferring 


Manufacturers See $21-Billion Market 
That's the gist of NEMA's sales forecast for 1958 
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New Products 
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How one West Coast distributor has success- 
fully set up a “back-to-school” program for 
his 12 inside and outside salesmen by using 
18 manufacturers’ salesmen as “teachers.” 





PRICING ELECTRICAL 


Wholesaling 


The curse of the 
electrical supplies 
salesman | 


eee 
But not when he uses 
NATIONAL PRICE SERVICE 


for 
-Up to the minute 
net prices 


Illustrations 


Comparative catalog 
numbers 


Descriptions 


Zones where applicable 


All in one carefully organized, compact 
binder or with carrying case or desk rack 
to suit your preference and 

without extra cost 





HENDERSON-HAZEL CORP. DEPT. B82 


1360] Euclid Avenue, Cleveland 12, Ohio 
Please send complete details about 
NATIONAL PRICE SERVICE to us 


mmediately - no obligatior 


. State 
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Credits and Collections 


As dramatized by our cover, this 
ssue’s accent is on selling all the way 
from just starti to moving specialty 


prodt 


lucts 

Remember what it’s like to face 
your first real-live prospect on his 
home grounds? Young Schaedler Bros 
salesman Tom Keffer told assistant 
editor John Martin that he had “cas 
tanets on my ees ind customers 
looked 

That was ffer’s first face-to-face 
10w? You'll dis 


and other prob 


day. How’s he 

cover how he met this 
lems of from-the-ground-up _ selling 
by irning tk Selling Industrials 


“Electronic parts.” Does that ring a 
bell—or is it just a fragment of mum- 
bo-jumbo lated 1 your mind 
with Sputniks, electric eyes, tubes and 
IV sets? 


For new and veteran supplies sales- 
men at Cadillac Electric Supply in De- 
troit, it’s a new group of hot and 
ind one that fits 


regular selling 


profitable products 
in smoothly with the 
to industrial customers. For a special 
report on your changing role in the in 
dustrial ‘lectronic parts business, 
Vee pe Vé 
Incidental wholesalers’ 
salesmen ci ground even 
though the. radius of 
about 60 niles n t ) lavs travel 
vith ¢ Miller, 
managing editor eorge Farley re 
ports they clocked 423 miles, motoring 
around the Motor City. When EW 
says its editors travel—the mag means 


it! 


Cash discounts—one of the indus- 
try’s hottest subjects these days 
comes in for a full re of lively dis 
tributor pro and con sparring on page 
43. Better on your headgear and 


, ° 
mouthpiec vefore reading it 


To conclude on a pleasant note: 
circulation manager Art DeWeerdt 
told us the other day that 85.1° of 
the readers whose subscriptions came 
up for expiration from July to Decem- 
ber, 1957, decided to renew. 

Thank you for that vote of confi- 
dence! 
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IT’S BUILT RIGHT- 
IT WORKS RIGHT- 
IT’S PRICED RIGHT 


The Cutler-Hammer Midget Switch 


Many electricians are now using this amazing 
Cutler-Hammer 4151 Midget Safety Switch 
wherever low cost circuit protection and con- 
trol of electrical equipment is required . . . oil 
burners, air-conditioners, fans, automatic 
washers and dryers, home workshop power 
tools, blowers, and stokers are typical exam- 
ples. Try a 4151 on your next job and you will 
agree this midget safety switch is built right, 
it works right, and it’s priced right. 

It’s built right—Everyone is quick to ap 
preciate the 4151’s compact design, but of 
equal importance is its ease of installation. 
The one piece switch-and-fuse unit is remov- 
able by two screws for 3-point mounting of 
the enclosing case, speedy conduit connec- 
tions, and wire pulling freedom. All terminals 
are out-front ... no more skinned knuckles or 
wire ‘‘pretzel’’ bending. 

It works right—Cutler-Hammer’s 4151 
Midget Safety Switch has solid silver, double 
break, butt type contacts. Silver contacts will 
gutlast contacts of copper or bronze. Double 
break contacts have greater contact area and 
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halve the arc voltage. Butt type contacts 
meet face-to-face and receive only a fraction 
of the wear common to other designs. 

It’s priced right—The 4151 is a quality 
safety switch, yet the price range is the same 
as the cheapest switches made. 

Ask for a Cutler-Hammer 4151 Midget 
Safety Switch today. Stocked by your Au 
thorized Cutler-Hammer Distributor and bet 
ter electrical supply stores everywhere 
CUTLER-HAMMER Inc., 1327 St. Paul 
Avenue, Milwaukee 1, Wisconsin. 


AT NO EXTR 


—_— 
* 


’ 


4151H241 30 Amp. 2 wire 
S/N; 1 Fuse. 120 A-c. 2% 
x 5%" x 2%". List: $5.00 


6 

ts 

— 
’ 


4151H201 30 Amp. 2 Pole 
2 Fuses. 120/240 A-c. 4” x 
5%" . List $6.20 


4151H341 30 
Amp. 3 wire 
S/N; 2 Fuses. 
120/240 A-c. 
4"x54"x2%" 


List: $6.50 





YOUR BIGGEST CUSTOMERS NEED IT! LETTERS TO THE EDITOR 


Nice Catch 


Dear Si 
Would you ple ise recheck the infor 








: : mation contained in your copy of the 
= 1 
New high-speed Salesman’s Technical Notes numbe 
48 (EW—Dec. °57 2) relative to 
the drawing (in the upper righ 
high-power hand cornet 
It is the writer's Opinion that in this 


drawing the wires from the fixtures to 
= . . . 
Pipe and conduit the relay cabinet would have to be 
conductors capable of carrying line 
: voltage rather than low voltage wiring 
bender > R. Spiess 
DIRECTOR OF PURCHASING 
DAUPHIN ELECTRICAL SUPPLIES CO 


HARRISBURG, PA 


We cal / j ies comments to 
the attention of ¢ of 1 Salesman'’s 
Technical eNot authors, W. J 
Novak Here's Vf) Novak's reply 

Phan ( for your letter of De 

our attention to the 

nical Notes 248 
With ganged rel there certainly is 
no need fo ' Mfage conductors to 
th f1xT ‘ lé irineg in question 
New lightweight GREENLEE No. 884 pd warpage lig i pean 
dotted 


bends up to 4” conduit as much as 90° with eee Ser oN 





Vide 4 SOIMEOTN € reading 
Fa one fast ram stroke closely enough to point them out when 
ov 
Wie do! 


Thank 


Still Hot... 


Dear Si 

The Business Policy Department of 
the Harvard Business School would 
like permission to quote from an 
article entitled “What Price Policy? 
by A. H. Gudie, appearing in your 
February 1956 issue, p. 79 


[his material would be used 
High-strength aluminum alloy | 
Vicew etanl far Lleal ecbacted for educational purposes, and would 


and liahe weiahe TO ' ns 4 eh con pres appear in a “Note on the Insulated 


Wire and Cable Industry” which we 
One man wheels it from job to job 
ts specially designed pipe are having multigraphed in connec- 
supports! it for i [ i ati vy, simple setup, tion with one of our class-discussion 
Cases 
We would appreciate your earliest 
possible consideration, since this ma 
; terial is scheduled for use early in 
Meets wide range of bending moods be the fall semester 
i 144-1 l i i 1 


4 pipe a 


PROF. ( R. CHRISTENSEN 
HARVARD UNIVERSITY 
Ask your GREENLEE representative or write for illustrated 


BOSTON, MASS 
Bulletin E-224 giving full details and specifications 





_— hae GRE NLEE EW welcomes expressions of opin- 


ion from readers. Address all cor- 
locking pin... manv other advanced respondence to: The Editor ELEC- 
Socieares. rTRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 


Universal pipe supports, positive 





GREENLEE TOOL CO., 1842 Columbia Ave., Reckford, Illinois 
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.. it is better to 
the NAME they know! 


THE HENRY and EDSEL FORD AUDITORIUM, Detroit 
O'Dell, Hewlett & Luckenbach Assoc. and 
Crane, Kiehler & Kellogg— Architects 


and why do they know the NAME so well? 


Should you ask the many famous architects, builders and con- OTHER REASONS FOR SPECIFYING KIRLIN 


tractors why the KIRLIN name is so favorably known, they could 


each give you a variety of reasons—but probably three reasons 
would always be mentioned: 


(1) KIRLIN is the most widely used built-in lighting fixture— 
with WIDE-ANGLE lenses that actually light the vertical surfaces 
as wellasthe horizontal surfaces; (2) KIRLIN can be used in many 
types of ceilings, for relamping from below (or from above on 
high ceilings); and (3) KIRLIN is the original built-in fixture 
of this type. Other recessed fixtures have been made to “look like 
Kirlin’s’’, but none have duplicated their efficiency and effectiveness. 


SALES ENGINEERS IN PRINCIPAL CITIES 


GlasSurfaced aluminum reflectors 
For fluorescent or incandescent lamps 
Available in many types and all sizes 


Spread-type lens, 
stays clean 


Stainless steel 
hinged doors 


Easily installed 


In stock at leading 
electrical jobbers 


Underwriters Laboratory 


and 1.B.E.W. labels 


Th KIRLI| N CO 3435 E. JEFFERSON AVE. 
e @ DETROIT 7, MICHIGAN 
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midwest 


CONCRETE TIGHT 


CONNECTORS and COUPLINGS 
FOR THINWALL CONDUIT 


SET 


Patent Pending 


Here is another Midwest development in providing 
quality fittings. “Quality” is just a condensed way of 
saying: “Getting the total job done .. . right . . . with 
the most inexpensive combination of material and man- 
hours”. Engineering and producing quality fittings to 
meet the highest standards of electrical wiring require- 
ments, is our objective at Midwest. 


SCREW TYPE 


“SIDE-BY-SIDE” set screws provide contact 
points on two different center lines of the 
conduit— 

© assures that both set screws hold positively 
® no conduit distortion 

© completely eliminates obstruction in race- 


way 


* Tangentical locking. . . 
© Set screws provide wedging action 
against conduit 


® Threads score conduit for positive 
tightening 

® Maximum width between set 
screws for tool clearance 


MANUFACTURERS OF ELECTRICAL 


WIRING PRODUCTS 


1639 W. WALNUT STREET 


Chicage 12, Uinote 








NEW PRODUCTS 





Wire Reels 

Weber Electric Mfg. Co., 15224 
Kercheval Ave., Detroit, Mich. 
Wemco multiple compartment reels 
are offered as time and money savers 
to contractor who must parallel wire 
on the job, also to wholesaler who 
turnishes the wire. Reels are designed 
to turn by themselves on roller stands 
Model MCR-3, a 
three compartment reel, can handle 
400-ft of 500-mcm wire in each com- 
partment; Model MCR-4, a_ four- 
compartment reel, can handle more 
than 300-ft of 500-mcm wire in each 
compartment 


stored inside reel 





Time Switch 
Vl. H. Rhode a Ine 


Conn, 


Hartfo 


With each 9000 series “Mark-Time’ 
time switch, maker now furnishes a 
pressure sensitive dial for mounting 
unit in a 
possible, company indicates, to have 
time control of one circuit and toggle 
control of other 


same wall position 


“gang” switch box. It is now 


circuits from. the 


Power Supplies 

American Electronics Co., div. of 
{merican-Monarch Corp., 81 NE 
Lowry, Minneapolis 18, Minn. 


A new line of hermetically sealed, reg 
ulated power supplies is highlighted 
by model RPS-5K, designed for use 
with high reliability devices. It is suit- 
able for insulation and dielectric 
measurements, capacitor testing, light- 
ning arrestor studies and general lab- 
oratory use. It has output voltage of 
5,000-v dc, regulated to within 3° 
over its entire range of 0 to 15 mic 
roamps. This new product, maker 
States, represents a practical applica- 
tion of the new type “Corona-Dis 
charge” 
of the new style tube makes possible 
the accurate regulation over its wide 
range. Model RPS-5K is entirely self- 
contained, measures 6-in high, 3'-in 
wide, 442-in deep. Many other models 
are available. Weight of typical unit 
is about 11-Ibs. 


voltage regulator tubes; use 
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Luminaire 
Smoot-Holman Eo. 
Calif 


*“Twin-Lux” luminaire is described as 
‘two-by-four” type fixture 
relatively 
achieves a desirable lower brightness 
level with uniform illumination. Types 
available: style TXL with 40x40-deg 
plastic louvers (color filters for decor- 
ative lighting effects are optional); 
styles TXA and TXV with acrylic or 
vinyl diffusing panels, both matte 
finish for improved light distribution. 


a shallow, 


n which the large area 


Features listed: latchless, hinged doors 
for easy relamping; completely framed 
louvers or panels; sturdy steel housing 
vith welded sides; extra-strength ceil 


ng plate; securely mounted ballasts 


Lighting Transformers 
Marcus 
Rahway, N. J. 


Transformer Co., li 


Redesigned line of lighting transform- 
ers from 5- through 37'2-kva, des- 
ignated Type “W”, now use a new 
Silicore wound core. According to the 
manufacturer, transformers using this 
core require less space and weigh less 
than previous units of the same rating 
(In some weight reductions 
approximate 50%.) New design with 
large air ducts results in superior heat- 


Cases, 


rise characteristics, greater overload 


protection, maker states 


Colored Cable Covering 
The Okonite Co., Passaic, N. J 


identification, 
company now offers Loxarmor inter- 
locked aluminum covering for power 
and control cables in a range of col 
lors. The hard, adherent colored coat 
ing is a combination of a phosphate 


As an aid to circuit 


base coat on aluminum strip and a 
baked enamel finish. Splices, the com- 
pany indicates, can be repainted using 
a primer and a fast drying lacquer as 
the finish coat 


Relay Test Unit 
Touch-Plate Mfg. Corp., P. O. Box 
1970 I one Be ac h, Calif 


Unit is designed to eliminate unnec- 
essary returns by testing all relays not 
self-energized. Relays are tested either 
by installer himself on the job or by 
counterman. Operation is simple; size 

compact 5x4x3-in; weight is 3-lbs; 
finish is gray hammertone 


Compression Joints 
The Thomas & Betts ie 
Dé th N j 


Eliza- 


Compression joints, just introduced, 
for pigtailing or splicing multiple cop- 
per conductors will take a variety of 
wire combinations whose diameters 
are less than or equal to two 1/0 
copper conductors. Joint sizes from 
3 #12-Awg to 2 1/0 are color-keyed 
to dies in a compression installation 
tool. Joints are packaged in pocket 
size transparent plastic bags 


ow 


Ballasts 
Je fle rsoi 


[l/l 


Bellwood, 


\ line of one-can fluorescent ballasts 
for 4-, 6- and 8-ft Power Groove and 
VHO lamps is said to save up to 8-Ibs 
per unit and 12-11/16-in in space over 
comparable two-can ballasts. Maker 
points to savings in shipping weight 
and size of fixtures now possible. 


Radiant Ceiling . Panel 
4mpere Industries, Newark, N. J. 


All-Radiant industrial and commercial 
ceiling electric heater, designated Am- 
pere C-257, is recommended for open 
or exposed areas, high ceilinged 
rooms, show rooms, building lobbies, 
outdoor areas such as theater mar- 
platforms, outdoor 
According to producer, 
Amp-Quartz element produces highly 
efficient infra-red rays that keep sur- 
objects, and people comfort- 
bly warm at low temperatures and 
Zone control, with wall 
thermostats, permits heating only de- 
sired areas in large plant or room 
Each panel has 22-in suspension rods 
that attach to ceiling, holding wires 
and panel in place. Panel size is 12% 
x 24%-in; depth is 4-in. Rating is 


> 


2,500-w, 240-y 


quees, loading 


cafes, etc 


laces 


low cost 








NOW! 
an improved armored cable that has 


.- - bonding strip in all sizes 
for greater safety 


. permanent and positive 
conductor color-identification 


. easier, cleaner and 
quicker installation 


% "% 
NEW and IMPROVED , ZN 


roto} mt) |-1)- a> 


ARMORED CABLE 


TYPE y.\ om @ 


The big difference in the improved Armored Cable, Type ACT, is the thermoplastic 


i 


> 


%, 


conductors. Columbia ACT strips cleaner and quicker, has permanent and 
positive color-identification on each conductor, gives more room in junction 
boxes and receptacles, and makes for neater and faster installations. Bonding strip 
in all sizes makes Columbia ACT safer wherever Armored Cable is used, Order 


it today. 


Approved by Underwriters’ Laboratories 


COLUMBIA CABLE & ELECTRIC CORP. 
255 Chestnut Street Brooklyn 8, N. Y. 
Serving the Electrical Wholesaler Since 1912 


Sales Representatives in the fellewing Cities: Atlanta, Go.; Boston, Mass; Charlotte, N. C.; Chicago, Ill.; Cleveland, Ohie; Cincinnati, Ohio; Dallas, 
Texas; Detroit, Mich.; Glasspert, Pa.; Houston, Texas; Kensas City, Mo.; Les Angeles, Coalif.; Minneapolis, " Minn.; New Orleans, le.; New York, N. Y.; 
Philedeliphia, Pa.; Portland, Ore.; St. Lowis, Mo.; San Francisco, Calif.; Seattle, Wash.; Tulsa, Okla.; Utica, MN. Y 
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Remote-Control Switch 
Remcon dis Pyramid Instrument 
Lynbrook, N. Y 


C orp 


Pilot-Lite” switch tells homeowner! 
whether lights are on o1 
in the utilizes compat! 
Fashion” 
light” at 
switching devices save installation time 
company 


off anywhere 
‘HI- 


“gem- 


house; V's 


plate with a small 


each position Low-voltage 
over conventional switching 


claims 


Floodlights 
Electric 
{ve Kenilworth 


New floodlighting fittings for building 
motel 


Products Co 


vs 


Stonco 
VUonroe 


facades, parking areas, garden, 
and patio lighting include surface-wall 
and thru-wall mountings that make up 
approved floodlights without need and 
splice boxes 


of separate 


aluminum, 


extra cost 


All are die cast tapped 


in to accommodate lampholders or 
and are Ul for 


conduit approved 


outdoor use. 

industrial Triode 
Industrial Tube div 

tronic Corp., Hicksville 


Amperex Elec- 


N.Y 


Recently developed ind available 
stock, a highly compact, radia 
tion-cooled, high industrial 
triode, Type 7092, 
dustrial oscillator applications in ultra- 
induction o1 
Since the 
cooling, announcement 
lower initial and 


similarly 


from 
powel 


is designed for in- 


dielectric heating 


not 


sonic, 
equipment 
watel 
this unit has 
operating costs than 
tubes, with savings of approximately 
40% in tube and accessory costs. 


tube does 
require 
States, 
rated 


Wire Release Device 
Slater Electric & Mfg. Co 
N. Y. 


Model 600 Quiet Switch and 800 Re- 
ceptacle feature a patented side re- 
lease designed to give electrician one- 
without special 
lightly 
on 


Glen 


Cove, 


release 
only 


hand wire 
He 
against a spring located in a 
the side of each wire holder in order to 
[his feature, 
speed of 


decreases chance of case breakage or 


tools need press 


slot 
wire. 


release designer 


States, increases rewiring, 
personal injury 
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NEW PRODUCTS 


Unbreakable Fixture 
Ruby Li uM 
Bivd 


htine Cor, Ni)? Wi 
Whittier, Catt 


[ } 
Tle 


rescent fixture 


Security 
scribed unbreakable 
locations 


expected SCHOOIS hospitals 
stitutions installations 


flush 


municipal 


igainst celling OT wall 


hts 


termed dust and bug-proot 


completely waterprool Plexiglas lens 


tor 


opened Io! relamping Ol 


can be 
with 


gested 
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New Wire Stripper, No 
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Recessed Fixtures 
VMarkstone Mie Co 
Kinesbury St., Chicago 22. Il 


New line of “Hi-Hat” round 1 
fixtures N-] ( Twist-'N- 
Turn) method, permits in 
stallation in less than 
States. Special plaster 


hangers, eliminates framing-in, hok 


DP ated 600 


} 

L\ 

to 4 ) mir 0-5 r | rincip 

ecessed Princiy 


features “I 
mounting wher 
a minute, maker 

ring, 


with bar 
is 
housing by three captive screws which 
automatically 
adapts to both new construction 
it 
styles, choice of 75- « 
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special plaster 


installation 


adjust to ceiling. Line 


thus 
and 


sway 


Variety ofl : 
D feeder 


remodeling offers 
, \ 


150-watt types 
th 


or pre 


are available wi or without 


ring f wired OI 


Fluoresce 
Westir O 
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Lamp 


unwired 
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Connectors, Clamps 
4 I Chance Co 


Centralia 


Company's bolted connectors and tay 
clamps having 
coated with electrical contact aid 


are individually packaged in transpat 


contact surfaces pre 


now 


ent plastic protective covering 





TOP OF THE NEWS .. . and its significance to you 





Electronics: Bright Star— 


In Your Future? 


Taxes: Wholesalers’ 


‘Major Problem’ 


Burning Question 


Sylvania Elects Senior VPs, 
Assigns Them New 
Authority 


Flight From Competition? 


Housewares: Volume Still 


Available to Distributors 





“Paced by a sharp increase in industrial uses of electronics in the 
next seven years, the American electronics industry will almost 
double its present $12 billion business volume by 1965,” Frank 
M. Folsom, chairman of Radio Corporation of America, predicted 
recently. The short-term view by Electronics magazine: 1958 will 
probably be a “year of the high plateau” for the electronics industry 
with an overall business increase of about 5%; some segments will 
gain as much as 10 or 20% this year. “Brightest star is the Defense 
Department budget. Next brightest is the firm and steadily rising 
market for industrial and commercial products.” 

For the story of how one electrical wholesaler has hitched his wagon 
to the industrial electronics boom, turn to page 54 


Wholesalers need “some form of tax adjustment that will permit 
small and medium-sized distribution businesses to finance necessary 
modernization and expansion of facilities to meet the demands of 
a growing population and productive capacity,” according to George 
W. Kaufmann, president of the National Association of Wholesalers. 
He was pleading with the House Ways and Means Committee 
which also has before it a Chamber of Commerce program for tax 
reform, including relief for small business 


\ uniform cash discount or varied cash discounts? That’s a burn- 
ing industry question of the moment, with distributors taking strong 
positions on either side. For what some distributors are saying, see 
page 43 


Increased emphasis on its “long-established policy of decentralized 
management” was announced last month by Don G. Mitchell, chair- 
man and president of Sylvania Electric Products Inc. Eight vice 
presidents were boosted to senior vice president rank and “assigned 
full responsibility for the profitability and continued progress” of 
their bailiwicks. Two were also made division presidents (new posts ) : 
Frank J. Healy is president, Sylvania Ligsting Products, and Matthew 
D. Burns is president, Sylvania Electronic Tubes 


Automobile dealers may ask Congress to amend the antitrust laws 
to legalize a device known variously as “territorial security” or 
“service responsibility.” As presented to the National Automobile 
Dealers Assn. convention last month, it sets up geographical limits 
for each dealer and prescribes penalties for “cross-selling.” Opponents 
in the association term the proposal “a flight from competition.” 


“What opportunity is there for the electrical wholesale distributor 
in the electric housewares field?” The Electric Housewares section 
of NAED, meeting in Chicago last month, heard J. P. Mcllhenny, 
chairman of the Electric Housewares section of NEMA, speak 
on this question. “Considering the fact that we are in a business that 
represents more than $600 million at distributor costs and that a 
relatively small portion finds its way into channels other than that 
covered by distributors, it must be recognized that there is still a 
very desirable volume available to electrical distributors,” Mr. Mcll- 
henny said. He quoted figures showing that less than 25% of all 
electric housewares sold during 1956 came from sources other than 
wholesalers (of all types). Electrical distributors’ share of the balance 
was 73.9%, or 55.6% of total housewares business 


Acknowledging that today there are “new outlets responsible 
for far greater volume than any single distributor could possibly 
produce,” he declared that “this type of business cannot be pushed 
lightly aside because its potential is quite substantial.” Of business 
through premium and trading stamp companies: acquisitions by con- 
sumers “build up a desire for other electric housewares . . . and 
this has, and will continue to result in purchases which benefit 
dealers and ultimately distributors.” 
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PULLING ELBOWS 
and ADAPTORS : Vf, UNIVERSAL FITTINGS 


INDUSTRIAL 
USE 


RECTANGULAR 
FITTINGS 


HUB-LUGS 


VAP-OIL-TITE CONNECTORS 


Reg guy “op eee 


You Can Cash In On It, Too 


Here’s How — Stock and sell this family of 
Ideal-Simplet Fittings for industrial users. 


Supported by — National advertising, direct mail, 
catalogs, literature and field sales help. 


In Addition — There is a complete line of 
electrical fittings and specialties made by Ideal-Simplet 
for Contractor, OEM and Maintenance use. They'll 
help you build extra volume. 


First, Sell Industry — in your area. These 
industrial-use fittings ‘‘sell-on-sight'’ to local companies 
because they're designed especially for their needs. 
Get complete ‘‘how"’ details . . . write, wire 

or telephone NOW! 


PIONEERS IN CONDUIT FITTINGS AND ELECTRICAL SPECIALTIES 


SIMPLET FITTINGS, Inc. 
A Subsidiary of ideal Industries, Inc 
1047-B Park Avenue ® Sycamore, Illinois ® Telephone 2114 


Backed by the Promotion, Performance and Profit 
Reputation of Ideal Industries, Inc. 
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promote and sell 
Republic ELECTRUNITE E.M.T. 


Who wants to be an order taker? 
Sell the quality story. Republic 
ELECTRUNITE" E.M.T. is made from 
highest quality flat-rolled open- 
hearth steel produced in Republic's 
own mills, carefully inspected 
every step of the way. 


Republic ELECTRUNITE E.M.T. is 
“INCH-MARKED’”* in feet and inches 
(in popular sizes) for fast, accurate 
measuring every time. Full-length 
“GuIDE-LINe” keeps bends in the 
same plane, eliminates “wows”, 





avoids wasted time and materials. 


Republic ELECTRUNITE E.M.T. 
quality and features are identified 
to your customers through leading 
industrial and trade journals and 
supported by the largest promotion 
program in the industry. 


Capitalize on this program. Sell 
“The Best Costs Less Installed”. 





INSTALLED 








> y 
q 
“t 


REPUBLIC STEEL 4 ifn) 
ON) 


STEEL AND TUBES DIVISION 
227 East 131st Street » Cleveland 8, Ohio 


° 


Uierleli Widest Range off Steudlard Stl aud Stir Prodlivle 
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Your 

cost plus profit 

for any 
defective-in-warranty 
sola 

Fluorescent Ballast 
you replace! 


Offer this ballast replacement 


SOLA ELECTRIC CO. 
® 





and WH Seek be 
Chivege 18, ¥ 


service to your customers free and 
receive full payment from Sola 
Electric Co. No Sola stock needed! 


Ballast Service Center. As such, you are authorized by 
the Sola Electric Co. to replace any defective-in-wat 


The unusually low in-warranty failure ratio of Sola 
fluorescent ballasts makes possible a remarkable new 


ballast service plan. In those rare cases where a Sola 
ballast may fail in-warranty, you can be authorized to 
replace it with any equivalent certified CBM baliast 
you stock, at a profit! You can offer this service to your 
customers free, and Sola will pay your cost plus full 


ranty Sola ballast an electrical contractor may bring 
you. All you do is verify the warranty date, then issue 
as a replacement another Sola, or any equivalent certi 
fied CBM ballast if you don’t stock Sola ballasts. Sola 
provides you with a chart showing these equivalents 


profit on the replacement ballast, regardless of brand. 
There is absolutely no obligation to purchase or stock 
Sola products to participate in this plan. 


You make no charge whatever to your contractor 
customer; all he must do is sign a receipt for the re 
placement. Then you send this receipt and your invoice 
to Sola Electric Co., and you will receive a check for 
your cost plus usual profit on the replacement ballast, 
regardless of brand, just as if it were a regular sale 


If you are a qualified electrical wholesaler stocking 
any make certified CBM ballasts for over-the-counter 
sale, mail the coupon below to receive recognition as a 


Salta emmelictedimeetieetiemmenticmmentiemdtinennestinmmendtinnmnettinosnetticeeattieenaitateetiaenantnaininttiaaeaiininattitaatttetataaeattresttiet ete 


TO: SOLA ELECTRIC CO. 
4633 West 16th St., Chicago 50, Ill. 


As an electrical wholesaler who stocks certified CBM ballasts for over-the-counter 
sale, | want my company to be authorized as a Ballast Service Center. | realize 
there is absolutely no cost or obligation of any kind in accepting this free offer. 
Please send complete information and free somple kit of advertising and promotion 
materials to: 


Registration and 
free promotion materials! 


Send the coupon to indicate your participation 
in the plan. You will receive a detailed 
explanation of the Sola Ballast Service Plan 
and a sample kit of the many free 
promotion materials Sola provides you 

as a Ballast Service Center. 








My name 


c 


| S © LA Electric Co. hati 


4633 W. 16th St., Chicago 50, Ill. Chy: Zone 
Bishop 2-1414 














_.., State. 


1 now stock brand CBM bollasts. 





| 
| 
| 
| 
! 
| 
| 
| 
| 
J 
! 
! 
! 
| 
! 
I 
! 
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FRANK ADAM 
panel base assembly type 


FEEDER DISTRIBUTION 
PANELBOARDS ARE... 


Jobbers and wholesalers in all parts of the 
country are agreed that Frank Adam Pulfuz- 


switch (PFS) and Klampswitchfuz (KSF) 


Feeder Distribution Panelboards are one of 


their best sellers. 


The reason is that contractors and engineers 
know from experience that these panel- 
boards are one of their best buys—that they 
are safe, dependable and efficient and be- 
cause they require less maintenance, they 
are economical too. 


Another big reason for the popularity of 


these panelboards is that they are of the 
panel base assembly type, which means that 
all necessary components—box, front, panel 
back and main bus bars are packaged com- 
pactly and are readily available for over the 
counter delivery for quick and easy assembly 
on the job. 


16 




















There are no installation delays with these 


panelboards—no waiting for missing parts 


or complete assembly from the factory. 
Every precaution is taken to insure that all 
needed parts are included in the package. 
Switch units too, are separately packaged 
and are available from dealers’ stocks for 


quick assembly on the job. 


Still another important selling feature is 
that the switch units used in these panel- 
boards are horsepower rated and can be 
used as an emergency disconnect under 
stalled rotor conditions. For greatest effi- 
ciency, all current carrying parts are heavily 


electro silver-plated. 


If you want to reduce your inventory, and 
increase turnover and profits—here’s your 
opportunity! Stock and promote Frank 


Adam Feeder panelboards. You'll find it pays. 
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February, 


SWITCH FEATURES 


of FRANK ADAM panel base assembly type 
FEEDER DISTRIBUTION PANELBOARDS 





Combines both disconnect switch and fuse pro 
tection into one unit, assuring years of trouble 
free service. Heavily electro silver-plated copper 
contacts clamp fuses under pressure for low 
resistance continuous duty 


A safety type disconnect with pressure type 
fuseholders. To throw switch from ‘‘on" to 
“off” position, pull out fuse carrier—turn 180 
degrees—and reinsert into base. 


KLAMPSWITCHFUZ 
hinged type 


Access to fuses 
opened Doors can be closed in “‘on” or “off"’ 
position Switch ratings are 30 to 600 amps 
240 volts AC, 250 volts DC 3 and 4 poles 
double or single throw 


be had only when door is 


PULFUZSWITCH 


pull-out 
type 


For maximum efficiency all current-carrying 
switch and fuse contacts are heavily electro sil- 
ver-plated. Capacities are 30, 60 and 100 amp., 
240 volts AC or 250 volts DC, 2 and 3 poles. 


For further information about these panelboards, 
and other Frank Adam products, consult your nearest 
@® representative listed in Sweets. 


FRANK ADAM ELECTRIC COMPANY 
BOX 357, MAIN P O.¢ ST. LOUIS 3, MO. 


makers of 


busduct + panelboards + switchboards + service equipment 


safety switches + load centers * Quikheter 
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0. Z. ELECTRICAL MANUFACTURING Co. 


Sales Office and Warehouse 262 BOND STREET, BROOKLYN 17, N. Y. 
406 So. Cicero Avenue 
Chicago 44, Illinois Representatives in all Principal Cities 
ESterbrook 9-0326 


» E CONDUIT FITTINGS 


Office and Factory 
749 Bryant Street 
San Francisco 7, Calif 
GArfield 1-7846 





CABLE SUPPORTS 


CABLE SUPPORTS 
CONDUIT TYPE 


SPLIT 
SPLIT TYPE 


COUPLINGS 


EXPANSION 
FITTINGS 


INSULATED BAKELITE 


BUSHINGS 


A: | CABLE = saUATORS | 








EXPLOSION-PROOF 
BUSHINGS 


WEATHERTIGHT 
TYPE 


SUBMERSIBLE TYPE 


ARMOR CABLE FITTINGS 





1 | INTERLOCKED 
ik . 





e 
TERMINATING 


SEALING 
POTHEADS 


TERMINATORS 
BUSHINGS 


SPLICING 
FITTINGS 





SOLDERLESS CONNECTORS 








COMBINATION COMBINATION 
TWO-WAY SERVICE TEE AND 
CONNECTORS TAP PARALLEL CONNECTORS 


COMBINATION 
LUGS 


| 


POWER CONNECTORS 


| 





ae / —~ 
CAr~_¢ 
FB f 3 
CABLE TO PIPE OR ROD 
90° OR PARALLEL 


They're 0. K. if They're 0. 2. 


T-CONNECTORS, TUBE 


BUS BAR 
TO MULTIPLE CABLE TYPE 


CABLE TO 
CLAMPS 


FLAT BAR 
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“WHITNEY BLAKE 


, DYNAPRENE 


PORTABLE CORD 


: = eS 
r 
y, 0 Be i 
tee, — 1 
. 
ROR Aaa . ’ ' 


MMi = 


Wholesalers who stock and sell Whitney 
Blake DYNAPRENE Portable Cord find 


| 


t ! ! new markets open to them with other WB 
wee OPENS UP products purchased by industry, 


NEW institutions, municipalities and others... 


Vas ‘- It's worth investigating. 
4 DYNAPRENE Portable Cord provides 
premium service to your customers at a 
price that is competitive yet provides 


a comfortable margin of profit. 


Write today for this 
complete catalog 
... free of course. 


Well Built Wires Since 1899 


( WHITNEY BLAKE COMPANY 


_ 








NEW HAVEN 14, CONNECTICUT 
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AWW // ZZ 


You'll Be A-light With New Ideas 
When You visit the only National Lighting 
Show im 
g=" America! 


he 


Ce: 


Vitally Important 
SYMPOSIUMS 


conducted by nationally 
recognized authorities in 
every phase of the Light- 


ght 
ing field. 


THESE DAILY 
SESSIONS ARE WELL 
WORTH YOUR TRIP TO 
NEW YORK 


SYMPOSIUM seating 
space is necessarily limit- 
ed. Don’t be disappointed 
ey Meth ilttcs . mail coupon reservi}! 
your seat promptly. 


is Your Business 
so plan to. attend! 


\ 


. 


NO FEES * NO CHARGES 


SYMPOSIUMS every morning 
of any kind. 


EXHIBITS OPEN afternoons and evenings 


FIRST NATIONAL LIGHTING EXPOSITION, Dept. E-1 
550 Fifth Avenue, New York 36, N. Y. 


name title 
firm 

address 

city 

[] My industry classification 

[] Reserve SYMPOSIUM space 


] Send Hotel Reservation Blank 


MAIL TODAY! 


* Open to the 
trade by invitation only. 


Please mail... extra Show Tickets 


produced by National Lighting Expositions, 550 Fifth Ave., N. Y. 36, N.Y. © phone: JUdson 2-6052 
? 
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“SPECIAL’’ ENTRANCE CAP for S.E. cables. With 5-hole insulator. Many 
inspection authorities require the use of special cables to meet particular 
requirements such as looking down ao yard pole to meter box with a 
5-conductor cable. Gedney, accordingly, designed this special entrance 
cap. Malleable iron; hot dip galvanized. 


THREADED CONDUIT ENTRANCE CAPS Like most other Gedney entrance 
caps, this one is made of malleable iron to prevent breakage... hot 
dip galvanized for maximum service life. Sizes range from 1/2" to 6 


ENTRANCE CAPS for S.E. Cables—with key hole mounting bracket 
Easy to assemble — cable slips into cap and is securely held by clamp- 
ing shoe. Has split insulator and well bushed holes. Overlapping cover 
protects cables from weather. Malleable iron, hot dip galvanized 
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Cross the threshold to 
lower costs...with 


GEDNEY 


ENTRANCE 


CAPS 


Malleable Iron—Hot Dip Galvanized 


THESE ENTRANCE CAPS install faster— 
and cut your final costs right down to rock bot- 
tom. Like all Gedney Fittings they’re accu- 
rately machined and threaded...smooth fin- 
ished, with no burrs or metal particles. On top 
of that, the Gedney line includes many improv- 
ed design features that bring extra efficiency 
and labor savings. For fittings that bring 
today’s lowest installed cost, specify Gedney! 


GEDNEY FITTINGS FIT 





GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY «+ NEW YORK 20 


Foundry, Factory and Shipping Point: Terryville, Conn 











Widest line of matched lighting equipment 


Outdoor lighting from one responsible source 
reduces your paperwork and selling costs 


Extra time and paperwork spent in supplying you 
customers, results in reduced profits with each sale. To 
minimize time and clerical details, why not depend on 
the one source supplying the industry’s widest line of 
matched outdoor lighting fixtures? 


By ordering from Revere, you select your components 
from one italog. with one delivery schedule and one 


price structure. And for special lighting problems, the 
wide experience of Revere engineering is at your service 


Whether your customer calls for searchlights, flood 
lights, par lights, hinged or rigid poles, Revere supplies 
you with fixtures that “fit” for proper installation 
Simplify selling, save time and offer highest quality 
equipment from Revere Electric Mfg. Co. 


Write for catalog covering Revere’s complete line of matched outdoor lighting equipment. 


OUTDOOR LIGHTING 


Industrial © Commercial 


® Service Stations * Streets ® Sports * Airports ® Shopping Centers 


Revere ElectricjMtg. Co., 6009 Broadway, Chicago 40, Ill., UPtown 8-7100 


Available 


in Canada thru Curtis Lighting Ltd., Leaside, Toronto, Ontario 
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CONTRACTORS NOW USING 
MORE LARGE-RADIUS ELBOWS 


Wholesalers Everywhere Increase Profit 


Selling \Cotumbus. 


Special Radius Elbows 


Since engineers have determined that the use of special larger-radiu: 


elbows cuts construction costs, contractors are using mor‘ 
them. This increased use of large-radius elbows has been 
in every part 
though they hav 
Seve ral years 


rapidly during t 


Actual labor 
tially reduced b 
radius eases I 


cable through « 





in labor is considerabl. 





The difference between standard-radius - Wide-awake wh 

and special large-radius elbows is clearly i eee eats 

shown here. Both elbows are the same ; een quick to recogniz¢ 
It means an increase in dollar vol 


ume of sales and profits from the 


Columbus | same number of building projects 
CPR / | ‘ CONDUIT of COLUMBUS now 
SIZES OF SPECIAL supplies all needed sizes of special 
LONG-RADIUS : large-radius elbows as shown in the 
90° ELBOW ie chart at the left. Take advantage 

of this opportunity. Get full data 


pipe size. 














on costs and availabilities r 


RADIUS "A" | 
in inches 

OFFSET "C” | 19” | 
STRAIGHT 

END “’D” 9 


LENGTH 
UNBENT | v0 3°6 40 411 


PIPE SIZES | 1”-2'4"| 1°-3” | 1°-3%4"| 1°-4” ; 7” | 1 ; WRITE FOR 
AVAILABLE incl. incl. | inel. | incl. COMPLETE INFORMATION 


Sold Only Through 
Recognized Wholesalers 





CONDUIT PIPE PRODUCTS CO., OF 


PIPE COUPLINGS ¢ PIPE NIPPLES ¢ ELBOWS, RIGID 
RUNNING THREAD « GOOSENECKS * WALL PLATES 
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See how they work that 


At this giant strip mine, the Tiger Brand Amerciad (shown in foreground below) is tortured by being dragged over razor-sharp 
rock and constantly pelted by flying fragments that are being blasted. It lies in the sun, rain and snow during the 24-hour workday. 
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Tiger Brand Amerclad 


Veos FRANKLY, we do not make a range 
of Tiger Brand Amerclad qualities. When 
you see the Tiger Brand Amerclad mold 
identification on a length of portable cord or 
cable, you can be quite sure that nothing 
better can be purchased, no matter how much 
you want to spend for it. 

The reason is that American Steel & Wire 
has catered strictly to the heavy-duty market 
where portable cord or cable is concerned. 
We’re well aware that cable failure can be 
one of the most exasperating production 
difficulties that you can encounter. Expensive 
too, because nothing operates without power. 

So the greatest care is lavished on Amer- 
clad. Every inch of cable is vulcanized in a 
freshly cast lead sheath to insure a dense, 
tough, homogeneous sheath. Mechanical 
skimmers remove dross from the lead-melt 
ing pots, and the pots themselves are kept 
in an inert gas atmosphere to prevent forma- 
tion of impurities. 

The result is an amazingly tough and dur 
able cable with precisely centered conductors 
that withstands mechanical abuse, water, oil, 
grease, gasoline, ozone, heat and cold. Ask 
your AS&W salesman for the story ... and 


a catalog. 


AMERICAN STEEL & WIRE DIVISION 
United States Steel, General Offices: Cleveland, O. 
Columbia-Geneva Steel! Division, San Francisco, The workman is holding an electric concrete tamper that knocks the entrapped 
Pacific Coast Distributors air out of the mix before it sets—giving a denser, stronger concrete. The tamper 
Tennessee Coal & iron Division, Fairfield, Ala., is equipped with Tiger Brand Amerciad. It's dragged through wet concrete, over 
Southern Distributors piling and beams, run over by trucks. Yet the manufacturer says he has never 
United States Steel Export Company, New York had a complaint about the cable. 


Watch the United States Steel Hour on TV every other Wednesday (10 p.m. Eastern time). 


USS TIGER BRAND ELECTRICAL WIRE & CABLE 


a standard Tiger Brand cable for every special job 
Asbestos Wire and Cable ¢ Varnished Cambric Cable 
Mold Cured Portable Cord ¢ interlocked Armor Cable 
Shovel & Dredge Cable * Special Purpose Wire & Cable 
Paper & Lead Cable * Aerial, Underground and Submarine Cable 


UNITED STATES STEEL 


TRADEMARK 
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SORGEL dry-type transformers are 


They are not just ordinary transformers 


e phase. Wall mounting 


artment panel removed 


RR 
TRANSFORMERS 


Compare and check these features: 


sound level 


the 
installations, 


SORGEL 
established 


QUIET OPERATION — The of 
dry-type transformers is well 
Adaptable for any) 


especially where sound level 


be low 
standards. indoor 
important factor. 


loads, with a 


LIBERAL DESIGN 


liberal overload capacity at a safe 


High efficiency at all 
operating tempera- 


ure. 


Wall brackets or floor mount- 


EASY INSTALLATION 
of SORGEL dry-type 


ing bases are an integral part 


transformers. Solderless ter 


the ratings cov- 


both single phase 


all 


UNDERWRITERS’ APPROVED in 
ered by the Re-examination Service, 
and 3-phase. They also meet or exceed the requirements 


of ASA, AIEE, and NEMA standards 


Vacuum impregnated windings brazed 


LONG LIFE 
to solderless terminals assure years of trouble-free 


service, 
{railable in all standard and intermediate ratings and 


lt s—l,, to 3000 Kva, 120 15,000 volts. 





Also Special Transformers and Saturable Reactors 





transi either dry- 


SUBSTATIONS SORGEL 


Askarel-cooled, are incorporated in substations, 
I 


ormers, 
type or 
ndary switchgear. They 
of switchgear, 


complete with primary or s¢ 


or type 


1c 
are procurable with any make 
and from any substation manufacturer. 





SORGEL transtormers 


SORGEL ELECTRIC CO., 832 West 


26 


es Enginee 


are also regularly advertised in 


Ra 


rs in Principal Cities 


National Ave., Milwaukee 4, Wisconsin 
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3 SO NEOPRENE bop, 


or” 


How to make money 


ot. atter t 


Self-dispensing Carton with Inventory 
Keeper to minimize waste 


Color-coded Labels to instantly identify 
insulation—red and white for neoprene, 
black and white for rubber 


Foot-after-foot Imprint shows ata glance 
the gauge, number of conductors and type 
of insulation 


Why settle for less? 
When you call for cable, call for Carol. 


a 


ba eallBen N . 
NEMA): 
SZ] 


* armt 


CAROL CABLE COMPANY 


Division of The Crescent Company, Inc 


Pawtucket, Rhode Island 














IDEAS FOR I-T-E DISTRIBUTORS 



































>= 
= 
>= 
= 
=> 
= 
== 
= 
= 
= 
= 
= 




















SELL THE TRANFO-UNIT AND EARN BIG DOLLARS 


It’s neat, compact and completely self-contained—a prac 
tical, economical way to bring in electric power at low-cost 
higher voltage. The primary disconnect, transformer, and 
secondary protective devices are all included in one 
package 

You can sell an I-T-E Tranfo-Unit at a price no higher 
than hodgepodge arrangements of assorted gear. And it’s so 
much more satisfactory to your customers. They can place 


Aig 


one order... saving time and trouble. The unit is delivered 


complete . . . saving installation difficulty. I-T-E will give you 
all the engineering assistance you need 

For supermarkets, schools, office buildings, factories and 
many other applications, the I-T-E Tranfo-Unit is ideal. 
Available in a wide range of capacity ratings. Ask your I-T-E 
representative for all the facts. I1-T-E Circuit Breaker Company, 


19th & Hamilton Sts., Philadelphia 30, Pa 


I-T-E CIRCUIT BREAKER COMPANY 
PHILADELPHIA, PENNSYLVANIA 
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TRANSFORMER CO. 


7950 NO WESTERN AVE CHICAGO 18 HL USA 


The Heart of the Lighting Industry ® 
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DEPEND ON. 


RO RUBBER 


ELeEcrerTe 


JACKETED CORD 


No doubt about it, the trusted name in portable cord 
and cable is ROYAL. Give your plant maintenance 
customers the brand they like best . . . and ask for most! 
Stock up on ROYAL .. . the one source for all types 
of Rubber, Neoprene, and Plastic Jacketed Cords — 
Machine Tool Wire — and Heavy Duty’ Powr-Kords’ 
and Extensions. Take advantage of Royal Quality 
Products and Quality Packaging, for faster selling, 
easier identification, and simpler stocking. 





Wwe 
qos? 
on? avi 


Aas 


Talk with your local Royal representative about the sales 


and profit potential of the full Royal line 


Made Right . . . to be Right on the Job! 


ROYAL ELECTRIC CORPORATION 
an associate of 


ternational Telephone and Telegraph Corporation 


PAWTUCKET + RHODE ISLAND 


‘On, > 
Rg Or > 
_ CLs 





re t-1-1-1) 4a ela 


& 








“GUTH LITE-BLOX TROFFERS 


Guth Lite-Blox troffers are carefully engineered, 
precision made and cover practically every type of 
troffer job you can name... for almost every ceiling 
suspension system: 

Long or Short—Slim or Wide! 1’ x 2’, 1’ x 4’, 1’x 6’, 
TRE 2 ae, 2 ae’. 

Broad Lamp Selection! 1, 2, 3 or 4 lights in 1’ models, 
2, 3 or 4 in 2’ troffers. 

Bottoms Galore! Featuring Prismoid GrateLite* or 
GrateLite Louver Diffusert. 12 bottoms for 1’ models. 
Six for 2’ types. 

Thin and Trim! New shallow depth. Light that's light 
to handle—and neat. 

Labor Saving Installation! Complete units, ready to 
mount. One man can hang them. Modular lengths to 
fit most every ceiling system. 

Speedier Maintenance! Bottoms can be hinged from 


WRITE FOR COMPLETE INFORMATION TODAY! 
re 


—S THE EDWIN F. GUTH CO. 
. & ! ! 
*®U. S. and Can. Pats. Pend. the ahaies ined abastet 


. » 
+ ®U, S. Pat. 2,745,001, Can. Potd. 1957, 538,245 X Trusted Name in Lighting Since 1902 
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pace You Can Always Rely On RACO 


ADJUSTABLE BARS 


vy QUICKLY POSITIONED 
Vv EASILY INSTALLED 
V SAVES TIME 














Prevents bar from slipping apart accidental! 


Permits separation of bar if desired. 


SELF-GAUGING 


SERRATED NAILS ARE 
PRE-ASSEMBLED TO THE BAR 


Ready for immediate installation 


No hunting for nails 


SHALLOW OFFSET DEEP OFFSET 


Place gauging lug against Straighten gauging lug 


V EXTRA STRONG sn Fg a aaa ae fe set 
THE ONLY BAR ON THE MARKET WITH 
* 
RIGID “M’"" CONSTRUCTION 


RACO Adjustable Bars have been vastly 
improved. Note these extra advantages .. . 
pre-assembled serrated nails for easy in- 
stalling ... self-gauging lugs for fast posi 
tioning ... friction stop-lock that prevents 
bars from accidentally slipping apart. High 

ali Panes ee er ae a ie 
quality electro-galvanized finish. Write ONLY 4 BARS DO THE WORK OF 16 


today for new bulletin describing these 


superior Raco Adjustable Bars. Simplifies stock control . . . requires less investment 


in inventory. Two sizes fit most every job. 
ALL-STEEL EQUIPMENT INC. Aurora, Illinois 
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TIMES and TRENDS 








Your Opinion Is Powerful 


The pen is mightier than the sword is a truism that has stood the test of 
time. There have been periods in history when its validity may have been 
questioned; if so, these were but short-term appraisals. The fact that words 
are in reality the ultimate weapon gives hope that no problem is insoluble 

In the electrical distribution field, this aphorism has application. But in an 
individual sense, the pen hasn’t often been put to paper. Either that or it’s 
been filled with invisible ink. We are referring to how infrequently distributors 
express themselves—in writing—on actions that affect their interests. 

The importance of stating a pro or con position on such developments was 
emphasized at an industry meeting last year by Kenneth Hartley, president 
of The Electric Corp. of California, Los Angeles. 

“Every week,” he said, “decisions vitally affecting distributors’ business 
welfare are made in the offices of manufacturers. If, in the week following 
these significant decisions and announcements, the manufacturer’s desk were 
piled high with letters from us, the likely distributor reaction would be fore 
most in manufacturers’ minds at the next critical decision-making point. 

“I can well imagine the hundreds of cases where the manufacturer made 
decisions adverse to distributor welfare and next week said: “We put that one 
over pretty easy. I thought all hell would break loose when the distributors got 
the sad news. But we got only one letter of protest—from a guy in Montana.’ 

“How many manufacturers have done distributors a favor and awaited 
thanks—that never came? . . . One manufacturer, when figuring apparatus 
prices for projects, puts in standard components at full, normal distributor 
profit. There’s a big difference between 5 and 18%. This is a wonderful 
policy. Yes, he has been thanked—by one distributor. 

“,.. Wake up—we are the sleeping giant! If each of us actively used the 
power of our opinion, it would be a gigantic influence and work tremendous 
power to further our welfare. . . .” 

We subscribe 100% to Ken Hartley’s sentiments and his sounding of 
reveille. The cumulative impact of many opinions can make a vital contribu 
tion toward solving the many problems that beset our industry. No doubt there 
will be a hundred hues of opinion; but from them a consensus can be drawn. 

As the industry’s sounding board, ELECTRICAL WHOLESALING will publish 
the constructive opinions of readers, whatever the subject. In fact, we'll take 
steps to stimulate the flow (for a case in point, see page 43) 


The Industry's Big Week 


The second week of this month, February 9-15, is National Electrical Week. 
No flimsy contrivance, NEW has substance—and a purpose that is important 
“to create a nationwide spotlight on the contributions of electricity and the 
electrical industry to our American economy and way of life.” 

As a leader of the industry locally, you have much to give and much to gain 
from participation. By virtue of your daily contacts with all other segments 
of the trade, you are in an excellent position to get an observance organized in 
the absence of an electric league or association. 

There’s probably still time to do something about NEW—even if it’s only to 
remind employees of the importance of the electrical industry and to point 
out to them where they and the company fit into the picture 


_—— 
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STEBER MANUFACTURING CO. 
TELEPHONE BROADVIEW, ILLINOIS 


Fillmore 4-6100 Suburb of Chicago 
f Cc 
Lighting € guipment 


February 1, 1958 


A CANDID STATEMENT OF POLICY 





In all fairness to our many loyal distributors who maintain reasonable 
stocks of Steber products and who contribute so greatly to the growth 
of our company, we are adopting for their benefit the following selling 
policy: 


1. We will confine our sales to distributors who actively 
promote our line and maintain a stock of the better 
moving items insofar as their turnover may justify. 


We reserve the right to refuse orders received from 
any distributor who is apparently acting as a broker 
and unjustifiably quoting on our products outside of 
his territory. 


Warehouse stocks in five recognized redistribution 
centers are intended to make available slower moving 
items which a distributor may not normally carry. 
New equitable rules governing such stocks will protect 
our distributors from any possible abuses, We con- 
template no additional warehouse stocks, 


We recognize that a proper manufacturer-distributor relationship is a 
fifty-fifty partnership. There is no place in the picture for the "broker", 


We welcome the cooperating distributor who stocks and sells with con- 
fidence our broad line of lighting products, 


Sincerely, 


PL fe” «tee 


Clarence L. Steber, President 


ELECTRICAL WHOLESALING—February, 1958 





ELECTRICAL 
Wholesaling 


You're young, eager Bill Keffer. 

After four years of handling every inside job at Schaedler Bros., 
You think you're as ready for the road as you'll ever be. 

Then the boss gives you your chance—a double challenge: 

Selling on the outside for the first time 

And cultivating an entirely new type of customer for your company. 


How does it work out? Here’s how it did for Bill Keffer in 


Selling Industrials 


—from Scratch 


By John Martin 


IGHTEEN months ago, management at Schaed- 

ler Bros., Inc., took a long look at its contrac- 
tor-concentrated business and made a significant 
decision: it was time to march on industry. 

Until mid-1956 this Harrisburg, Pa., electrical 
distributing firm had been doing such a small 
amount of industrial business that it had never 
employed an outside industrial salesman. Today? 
The firm has close to 100 industrial accounts, 
two men who work exclusively in the industrial 
phase of the operation and an engineering “an- 
swerman” who helps when help is needed 

How did it all begin? Sales manager Tom 
Schaedler had a cultivation plan, which stemmed 
from “knowledge of the area, word of mouth, and 
an idea of the best ‘cold call’ prospects.” But 
he needed someone who could carry it through. 
He selected young, enthusiastic Bill Keffer as the 
man he thought could do the necessary “Open 
Sesame” selling at the doors of industry. Keffer 


was eager. “I liked the challenge it presented,” 


he says, “but more than that I liked the oppor 
tunity for advancement.” 

The plan was set up so that one day a week 
Keffer would be sprung loose from his buying 
chores (on the other days of the week he would 
train a replacement). It would later go to two days, 
then three, and more, depending. He was told 
that, if his selling campaign worked out, he 
would eventually become a full-time outside in 
dustrial salesman 

When he first took the job, Keffer had had no 
previous experience in outside selling. What he did 
have was a solid grounding in warehouse, counter, 
(EW—June °55, p. 40), and two years of buying 
So, in the six months left to him before taking on 
his new assignment, Keffer did the next best 
thing to actual selling. He about, talked 
with and observed salesmen, noting good points 
and bad. Still, when zero-hour for “Operation 
Industrial” arrived, he understandably ner 
vous 


read 


was 


For how Keffer met the challenge of selling industrials from scratch, please turn page. 








BROAD CONTACT at 


ott b 


part of credo Keffer TECHNICAL ASSISTANCE nr Ansv 1’ John Pickell 
aking friend f—the aids Keffer in pecs’ problems he ounte he two fre- 


; j ip ir 8 mor me quently confer metimes make 


Selling Industrials—from Scratch (cont.) 





From a Cold Start to 


h 


ey] HE FIRST DAY on the _ job,’ any too sure of myself in those early theory seems to be working pretty 
says Keffer, “I had a weak set of days,” reports this salesman, “I was well,” he comments. “As a matter of 
knees, and some of the customers careful not to bluff. There may be _ fact,” he adds, “since I’ve been mar 
seemed 10 feet tall. After that, it was some salesmen who can get away _ ried, (the Keffers are now three), I’ve 
a gradual process until my customers with it, but I'm not one of them. The found it easier to talk to some of the 
looked just like friends. When I only correct answer I could give to customers. Almost everyone likes to 
started, I had only 10 people to call a lot of questions I was asked was_ talk about his family, and it’s a lot 
on but that was plenty to begin with.” ‘I don’t know.’ Still, I found it was easier to join in the conversation if 
Today, by comparison, Keffer has a lot better to do that than to make you have one of your own.” 
76 customers, is hard at work increas a rash promise about something [| e Experience Teaches—While Kef- 
ing that list and is no longer bothered didn’t know anything about.” fer’s number of tax exemptions was 
by excess nervousness. With the in- Keffer says he also tried to look growing, so was his selling area. From 
dustrial diversification has come a_ at his customers as people first and the immediate Harrisburg area, it has 
growth in personnel. When Keffer customers second. He still does. “I spread to a 25-mile radius around the 
joined Schaedler Bros., there were knew that a sure way to lose custo- city. Also developing was Keffer’s 


only 12 on the payroll; the figure is mers was through being too imper-_ sales sophistication. At first, he re- 


] 
22 sonal so I figured that a personal ap- lates, he made as many calls as he 


now 
e Didn't Bluff—‘Although I wasn’t proach would gain customers. The possibly could, with not much time 





What was the philosophy behind Schaedler Bros. en- 
tering the industrial selling field? Says sales manager 


The Sales Philosophy Tom Schaedler (left, with Keffer): “We didn’t want to 


> keep all our sales eggs in one basket. With our experience 

Sig a (34 years) and new building (approximately four years 

= ago the company moved from the congested downtown 
area) we felt we could logically enter the field 

‘Also,” says Schaedler, “industrial buyers are inter- 
ested far more in quality and service than they are in 
price. Another factor that meshed well,” he adds, “was 
our complete stock of lines—especially motor controls.” 

At the present time the firm is midway in an industry- 
education program, which opened with monthly mailings 
It will eventually include a folder, giving complete infor 
mation about the operation. This will be mailed to con- 
tractor customers as well. 

“We naturally had doubts when we entered the field,” 
says Schaedler, “but we went into it only after much plan- 
ning, and even then we were cautious. The gradual 
method seems to have paid off because we can see not 
only the improvement itself but how we made it.” 
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FRIENDLY TALK with industrial shop supervi 


for part-replacement sale 
fd r 


SPECIAL DELIVERY 


paves way metal Ww, u jv lim McC r 


the manutacture rner nave ne t K 


Confident Selling of 76 Accounts 


Keffer na 


more par- I ne 


for the finer points of making sales. e Solves Complaints whenever {| 
With experience, he has learned to run into problems 
budget his time, balancing it with _ ticular One customer, he re- the 
effort and material to fit the individ- ports, though good for plenty of or- want to 
ual customer. also for plenty of the 
Keffer has developed a To keep getting the or- Today we 
or two on “always asking for the or- Keffer his firm, so I think being 
der.” As he puts it: “Sometimes I try devised a simple expedient. He sim- _ definitely helped.” 
to pin it down early in the conversa-_ ply let the customer over each e Know Everybody 
tion. If the customer doesn’t want order after he (Keffer) had written it found it 
anything right then, there’s a good out. The complaints are now negli- everyone who’s at a 
chance that if we talk about some- _ gible purchasing At first,” he 
thing else, he'll have time to think of Another problem: when purchasing mistake of 
something he does need and then “We try to find out the man who did the direct purchas 


other case I, was fir 


new man but he sak 


talk to 


before 


ones ] would 


other distributors in 


ders, was good area placing any orders 


complaints. 
ders but not the complaints, 


variation do a lot of business wit! 


there fir 


Keffer has 


good business to get to know 


read 
ll connected wit 
Says, I 
made the just cultivating 
agents change 


sales 


place the order. Other times I'll wait started climbing 
till the very end of a conversation 


about that as far in advance as pos ing. But my 


sible,” says Keffer. “The sooner we 


when I talked to others whose 


can talk to the man, the better our rect influence meant just as 


chances. It’s sort of ‘firstest with the 


before asking. It all depends on the 
customer.” 





of Schaedler Bros.’ 
distinction 


If Keffer is the “Mr. Outside” 
industrial program, the “Mr. Inside” 
Jim Zimmerman (right), who handles almost all incom- 
ing industrial calls. A graduate of counter and stock 
training, Zimmerman took over his position eight months 
after the firm broke into the industrial field 

“We found,” says Tom Schaedler, “that the best way to 
operate was to centralize the industrial operation as much 
as possible. That meant having our inside as well as our 
outside man serve industrials exclusively. Of 
not always possible for Jim to take every incoming call 
since there are ‘rush hours’ when he sometimes 
help. But, due to the fact that he now 
phone experience he handles orders efficiently 

“Before Jim,” says Schaedler, “we had just one thing 
confusion. Customers like it a lot better when they know 
the man they’re ordering from and know that he knows 
their problems. That’s where Jim comes in.” 

How did Zimmerman feel about the job? “I liked the 
idea from the start,” he says. “There was a lot to learn 
but it was the kind of challenge I liked.’ 


new 


goes [0 


The Sales Support 


course, it’s 


needs 


has considerable 
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KEY 


———— Flexible Cord, type SJ 


(1947-49 =100) 
| 





———. Building Wire, type R (type RH-RW after June 1955) 


——-— Non-metallic Sheathed Cable 
































WIRE, CABLE, CORD 


Prices—Wh 


the 
the 


prices in 


F the changes announced in 
first 1958 


way, 


few weeks of point 


then the direction of 
the months ahead is 
In that period, published prices of 


up. 


more products increased than declined 
Among the risers: bu'lding wire, pole 
line hardware, fluorescent _ ballasts, 
safety switches, batteries, solder lugs, 
and pipe Varnished cambric 
cable was one of the few that dipped. 
The extent to which published prices 
reflect market moot 
tion. Even so, they are directional 
The possibility of this happening 
that is, continued 
a time when the 
ing—has been forecast by some econ- 
omists. Such a development would 
bear out the thinking that the recent 
the kind of 


tools 


prices IS a ques 


price increases at 


economy is declin- 


inflation is not classic 


38 


“too much money chasing too few 
but rather a combination of 


factors spearheaded by a “cost push.” 


goods,” 


A parallel inflation-recession is viewed 
unlikely, the 
downturn becomes too steep. 

Reporters making the rounds of the 
government's forecasters get a very 
definite impression that before 1958 is 
over, most price charts will be reach- 
ing into new high grounds 
e Patterns—What has happened to 
prices of products in the 
past is a matter of record in ELECTRI- 
CAL WHOLESALING’s Wholesale Price 
Index (page $§ The four charts 
on these two pages illustrate the pat- 
terns of the past for nine products of 
particular importance to electrical dis 
tributors 

The 


however, if business 


electrical 


f 
44) 


are to be 


greatest fluctuations 


ich Way 


Peaks, valleys, and plateaus. The wholesale price curves for electrical products over 
a five-year period have drawn all three configurations. But the general direction, 
with the exception of wire, has been up. Now, as the boom subsides, whither prices? 


Next? 


and cable classifi- 
products depend 


a single raw 


the 
since 
the 


copper, 


found in 
cation, 
more 

material, 


wire 
these 
whims of 
than 
[he result is a dizzying 
gyrations that in October 
plunged non-metallic sheathed cable 
to the 75.1 (1947-49100). 
Most of the apparatus and supplies 
type EW’s Wholesale 
Price Index climbed in spurts 
July 1953, when the department 
started. If plotted, their curves 
probably would most closely resemble 
the panelboards and 
safety switch. (Jt should be pointed 
out that the price 
fluctuations that have occurred in the 
products graphed have been canceled 
the the 
small scale 


on 
do most elec- 
trical goods 


series olf 
level 
products on 
have 
since 
was 


those of two 


some of minor 


compressu effect of 


used.) 


out by 
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—--—-— Safety Switch, 3-pole, type C, 575-v 

— -— Power Panelboard, circuit breaker type 
Lighting Panelboard, circuit breaker type 
(1947-49 =100) 
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KEY 


Lamp, 60-watt, 110, 115, 120 and 125-v, inside frosted 
(1947-49=100) 











“Pop-up” Toaster 
—_—.—— tron, under 4 Ibs 
(1947-49 =100) 

















4er vcat ska 
HOUSEWARES 





NOTE—tThe curves plotted on these graphs are based o1 ormal discounts, in approximately similar quantities 
indexes furnished by the U. S. Bureau of Labor Statistics ilar classes of buyers. T 
According to the Bureau, prices used are selected to conform or “pure” price changes—that is, to measure pric 
with the concept of seller’s net realization per unit of precise cl ges not influenced by changes in quality, quantity, term 


led Aci 
he indexes are intended to measu 


‘ 


liz init 
specification. Net realization, as defined by market practice, ale, etc. The calculation base period of 100 is tl 
means actual sales of precisely defined commodities, less iverage the three years 1947, 1948, 1949 
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Selling Pole Line Hardware 


Getting in on the ground floor, A. A. Electric 
Supply Co. of Chicago has been selling 

pole line hardware since 

1935. Although the type of selling has 
changed from original equipment to replacement 
parts, Otto J. Schlesinger says that 

hard selling and technical know-how 

are still the keys to sales. 

Here is how one distributor sells and serves 

his customers—big and 

small—in an area which includes 


parts of seven states. 


40 


HY V¢ i second-rate ball 
plaver? It’s essential for a distrib 
utor to get on the first team and 


stay there if he wants to make prog 
ress financially 

That’s the opinion of Otto J 
Schlesinger, Jr., vice president of A 
A. Electric Supply Co., Chicago, who 
is on the first team when it comes to 
selling pole line equipment 

Schlesinger says that an electrical 
distributor must find his niche in the 
industry and then prove to his cus 
tomer he is an authority in that par 
ticular phase. As far as price or prod 
ucts are concerned, “every distributor 
can make competitive offers,” he says. 
e On Ground Floor—The Chicago 
firm became involved in selling pole 
line hardware in 1935, about the time 
the REA program was initiated 

We could visualize that the mar 
ket for this type of equipment would 
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to high tension towers 


lr ‘ ng tt 
at Batavia, III 
fidence with ther 
v to advise the 


ls His Speciality 


eventually be a profitable 
one,” the official says It 
thing new to most distributors, and a 
real challenge as 
concerned.” 

As cooperatives grew, so did A.A.’s 


large and 
Was Some 


far as selling was 


pole line sales, outlays and profits. As 
Schlesinger says, “We got in on the 
ground floor and grew with this part 
of the industry.” 

But what’s the key to selling pole 
line equipment successfully? “Our an- 
swer is in knowing the equipment 
adequately,” Schlesinger 
house-wiring salesman, for instance, 
cannot sell this product. It takes a 
specialist who can talk with the cus- 
tomer in his own language and who 
can make recommendations for equip- 
ment which will work # 

On one hand the 
farmers need new and heavier replace 
ment parts, such 


stresses. “A 


satisfactorily 


official says that 


as poles and arms. 
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On the other, expanding municipali- 


ties need more power distribution 
equipment 

e None Too Small—tThe 
president has taken a 


in making the program a success. He 


firm’s vice 


yersonal interest 


regards no customer as 
small. And he 
opportunity to see a 
tomer 
“Basically,” he 
are not trained for this type of selling 
Most are located in metropolitan areas 
where utilities are the dominant 
tors in sales. They just don’t seem to 
go after this business in a big way.” 
e Always a Need—Schlesinger 
ularly visits the officials of small mu- 
nicipalities surrounding Chicago. He 
need for pole 
line hardware With the 
rapid development and expansion of 


towns in this present era, he adds that 


being too 
never passes up an 
potential cus- 


says, “distributors 


fac- 


reg- 


says there is always a 


in these areas 


% 


r Ye , 


the elect 

valuable 
New hi 

opens up 

additional 

Street light ng 

e Selling Methods 

selling is Schlesing 


Changed 
us spec alized 
“Back n the 
was no sellir 
thing started from original equipment 
M inl 
piacement 
parts, and they're to make th 
from the 
a working knowledge 
| 


“Today, it’s a different story 
customers need only 
going 
purchases only distril 
who has 
the equipment who 
them on the 

“This is 
And tne € 
you the feelir 

hin 


met 
SOTTICLIIIIIS 


Turn Page for methods of service through stock 





Selling Pole Line Hardware (cont.) 





‘You Have to Stock to Sell Customers’ 





- FAKES a large investment of 
money to handle complete and 
adequate stocks of pole line hardware, 
Schlesinger says. “Because of this 
reason, many distributors do not want 
to make the initial outlay, although 
the profit IS good E 

The wholesale firm not only serves 








the metropolitan Chicago area, but 
also Illinois, lowa, Indiana, Kentucky, 
and parts of Michigan, Wisconsin and 
Minnesota 
e Rapid Growth—Business in the 
Kentucky area has grown so rapidly 
that A. A. now staffs a warehouse in 
Louisville to serve the southern area 
Here, about 240 items are stocked, all 
of which are “bread and butter” items. 
The larger equipment is shipped direct 
from the Chicago office 
Approximately 15 shipments daily 


are made from the Louisville ware- 
house to customers. The same amount 
of shipments are made daily from Chi- 


LOUISVILLE WAREHOUSE operations are checked by Mr - the cago to the Louisville warehouse. 


t g ffice A part 


Mrs. Albrecht maintair erpetua ; yr All billing and collections are made 
1 inventory are filled in from Chicago. In addition, a perpet- 
ual inventory card system is main- 
tained in Chicago for the Louisville 
warehouse. A daily record of items 
received in Louisville and items sold 
to customers in that area is forwarded 
to Chicago regularly, enabling the 
Chicago personnel to maintain an in- 
ventory of their southern stock. 

“Our business in Kentucky picked 

up tremendously in 1956,” Schlesinger 
says, “when that state was hit by ice 
and snow storms. We worked three 
days and nights getting replacement 
items to customers for repairs.” 
e Lay Groundwork — Schlesinger 
says that one of the biggest selling jobs 
is done at REA and co-op conven- 
tions. There is always an A. A. Elec- 
tric Supply salesman at these state and 
area meetings to answer questions 
about pole line equipment and to pick 
up leads for future business 

If business seems to be falling off 
with a particular cooperative, Schles- 
inger or one of his salesmen act as 
troubleshooters 

“We know there is a need for our 
equipment,” he adds. “Farmers are 
always picking up new service. Con- 
struction is increasing constantly. We 
stress that the co-ops should promote 
better living electrically. This builds a 


COMPANY TRUCKS can be driven into the warehouse at the main office where 
‘bread and butter” items are stocked. A second warehouse, in which larger pole line 
equipment is stocked, is located in Cicero, IIl., about five miles from the firm’s main 
building. In addition to the adequate stock of supplies in Chicago, about 240 small 
items are always kept at the Louisville warehouse. Larger items are sent from Chicago tremendous load for them—and us.” 
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What Distributors Are Saying 
About Cash Discounts 


As the long-smoldering cash discount controversy flared into flames—and clouds of 


smoke, EW asked distributors some basic questions. Here's a roundup of their replies. 


... IN SUMMARY 


HE cash discount seems to have taken over as the 

industry's most controversial topic. 

lo find out where distributors across the country 
stand on the subject, EW editors and McGraw-Hill 
news bureaus sampled opinion by telephone and tele- 
gram (see box for two questions asked) 

Of the 41 distributors queried, 38 are in favor ol 
manufacturers extending wholesalers a uniform cash 
discount and 3 are against it. The reasons most often 
given for standardization were “less confusion, 
“simplify accounting,” “cut costs,” “reduce errors.’ 
Those opposing standardization did so because they 
believed it would “take away from. distributor’s 
profit” and because customers “have become ac 
customed to the variations.” 

One of those in opposition added this comment 
“It is interesting to note that any manufacturer who 





What's Your Opinion? 


This summary is not intended as a consensus of 
distributor opinion on the cash discount; rather it 
is a summary of a sampling—only. However, it 
can swiftly become a true consensus if you answer 
these questions: (1) Should manufacturers extend 
a uniform cash discount to their distributors? 
(2) If “yes,” how much should it be? If we hear 
from a minimum of 500 distributors across the 
country, we'll publish an analysis of their re- 
sponses that may be accepted as a precise expres- 
sion of where the industry stands. 











has any idea of standardizing cash discounts is only 
the one who reduces his present rate—not one who 
is willing to bring it up.” 

And a proponent of uniformity (at 5%) made 
this point: If the manufacturer needs more money 
for his products, he gets it by increasing the price 
not by eliminating or reducing the cash discount 

As for what uniform cash discount would be 
most desirable, the 38 voted this way: a clear ma 
jority of 26 want 2%; 5S want 5%; 2 want 3%; and 
one each wants 2-3%; “2% or better,” 2-5%, 
“as much as possible,” “large enough to create an 
incentive to make people want to earn it by paying 
their bills early 

Speaking in favor of 2%, one in the majority em 
phasized this point: “It should include all manufac 
turers and all manufacturers’ products.” 
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... AS QUOTED 


Says Ned A. Breitenmoser, Lighting Fixture & Electric 
Supply Co., Inc., New Orleans, La. 

“I can think of many reasons why a standardized cash 
discount of 2% from manufacturers to distributors pay- 
able 10th prox. would be helpful to the industry and will 
list a few which I think are most important: (1) These 
terms could be passed on to our customers thereby en 
couraging prompt payment, which is important to all 
electrical distributors; (2) The uniform terms of 2 
would eliminate excessive office work in figuring cash 
discount amount in dollars and cents which is usually 
shown On invoices; (3) A uniform cash discount would 
require less work in the accounting department when 
paying bills and would be helpful in eliminating errors 

‘You are probably aware that the majority of electri 
cal distributors show on invoices the amount in dollars 
and cents which may be deducted from invoice if paid 
within the cash discount period, and I am sure all realize 
the amount of work now required since cash discount 
terms range from ‘2 of | to 5 his is a helpful ser 
ice to Our customers, which in turn encourages them to 
earn the cash discount and also eliminates errors that they 
might make in figuring the allowable cash discount 

“I am sure that your article will be helpful to the in 
dustry in bringing to the attention of the manufacture! 


the opinions of the electr:cal distributors 


Says E. H. Karsten, Gough Industries, Inc., Los Angeles, 
Calif. 

It’s costly to figure the cash discounts for each item 
a customer purchases. Except for some minor exceptions 
on wire which is bought by utility companies, I think 
there ought to be 2% cash discount across the board, 
payable on either the 10th or the 15th of the month. It’s 
too hard to put our invoices through the books in time 
for a 10-day discount offered by some eastern manufac 
turers.” 


Says Otto E. Frankenbush, Otto Frankenbush, Inc., Chi- 
cago, Ill. 

“Uniform cash discounts? Definitely NO! It has been 
historic to have varied cash discounts in the electrical 
supply industry 

The electrical contractor, industrial plant, and the 
criginal equipment buyer have been accustomed to these 
variations, and any time a change is made downward, it 
works a hardship on the electrical distributor. Invari- 
ably, the customer will automatically take the usual 
cash discount to which he has been accustomed, and it 
takes a while to regul ite this 


Comments continued on next page 





Cash Discounts (cont.) 


Almost All D 


continued ) 
rthermore, with credit conditions as they exist 


day, the and 2 cash discounts are an incentive for 


prompt payment by the customer. Any discount less than 
tends to slow payments 

Where the aiscount 1s bypassed affords the distribu- 

or a cushion to carry the account. In many cases where 

distributor finds it necessary to resort to bank loans to 

help finance these slow accounts, the 2% and 5% dis 

vhich have been forfeited help to pay this expense 


eresting to note that any manufacturer who 


in 
if 


any idea of standardizing cash discounts is only the 


ine who re s his present rate—not one who is willing 

“It am firmly of the opinion that we all need ample 
cash discounts—none less than 2°:—and strenuously 
object to the lessening of any of our 2% and 5% dis- 
counts, which are a source of income to us.” 


Says Jack Saladine, Electrical Supplies, Inc., Hartford, 
Conn. 

Having a uniform cash discount would help us tre 
mendously. It would cut overhead and help to simplify 
many of our accounting and office procedures. On one 
invoice, for instance. we mig > 7 or 8 items listed 
For most of these, we probably would have to figure 
different cash discounts. The system takes up a lot of 
time, which could be put to use at some other valuable 


job. As far as a discount is concerned, I would like to see 


i Standardized figure of 2°. 


Says Cliff Robinson, Electrical Supply Corp., Dallas, Tex. 

A uniform cash discount would eliminate a good bit of 
confusion at both distributor and customer level 
.< 


Favors 2°. 
Says Kenneth Hartley, Electric Corp. of California, Los 
Angeles 

“It adds considerably to our overhead to have to handle 
various commodities at various cash discounts. We have 
to quote cash discounts on each item and this involves 
considerable time in going through the mechan’‘es of cal- 
culating discounts on each product. And the uniform 
cash discount should be high enough to encourage prompt 
payment and to defray increased carrying costs. 

“On some commodities there is no cash discount. On 
others it’s as low as o and I‘ I think it would be 
good business if cash discounts were standardized at 2°. 
nigure 


And there’s been some trend toward the 2% 
Says Phillip B. Leff, The H. Leff Electric Co., Cleveland, 
Ohio. 

Emphatically is for a uniform 2% cash discount. The 
distributor is not in the same position to arbitrarily set 
his discount as ts the manufacturer, since the contractor 
could just quit dealing with the distributor who did not 
offer an attractive discount. When any number of dis- 


count figures must be processed, confusion is created for 


both the customer and the accounting department—not 


to mention the time lost on 


distributors were 


main 


qa 


istributors Queried 


Says L. R. Tillery, Georgia-Alabama Supply Co., West 
Point, Ga. 
Wants a standardized 2° cash discount “by all means.” 


Says George Green, George Green Electrical Corp., 
Worcester, Mass. 

“Although I believe there would be great advantages 
in extending a uniform cash discount as far as simplifi- 
cation of office procedures is concerned, | do not believe 
that discounts should be sacrificed. For instance, if the 
manufacturer lowers the cash discount from, say, 5% to 
4 he also lowers the initiative of the distributor as far 
iS payment is concerned. I believe this: where there are 
varying discounts, the highest one should be maintained. 
[he higher the discount, the greater incentive of payment 
the distributor has.” 


Says Jake Hamblen Southern Electric Supply Co., Hous- 
ton, Tex. 

I’m 100% tor the idea of a standardized cash discount 
It would simplify billing problems and purchasing pro- 
cedures. A 2% cash discount would be ideal; 5% is too 
damn much—it becomes a trade discount.” 


Says Arthur H. Jones, Madison Electric Co., Detroit, 
Mich. 

A uniform cash discount would “be helpful.” He adds, 
If industry would set up a more direct, basic pattern, it 
would be a great help to all of us. Mixed percentages and 
half percentages confuse everyone, includ'ng our buyers.” 

4 2% cash discount would be the “best bet,” according 
to Jones, because it is the most common basis of opera- 


tion 


Says Joseph Kurzon, Joseph Kurzon, Inc., New York, 
N. ¥, 

“Business for the New York distributor is difficult 
enough without his continually bearing extra worries in 
figuring various discounts on invoices which are passed 
along by the manufacturer. We need a simplification in 
our clerical department, and if manufacturers would have 
uniform discounts, it would eliminate a lot of headaches 
and would benefit everyone involved. While a uniform 
discount is an incentive to the distributor in paying his 
bills, it can also be passed along as an incentive to the 
distributor’s customers.” 

He favors 2%. 


Says Joe Perry, The Electric Supply Co., Atlanta, Ga. 

A standardized discount would simplify handling, and 
the customer would know just what discount he’s getting 
Wants a flat 2%. 


Says L. B. Mangione, Electric Supply Corp., Chicago, Tl. 

“It is my firm and honest opinion that all present cash 
discounts be up-graded to 2% 10th prox, where present 
cash discounts now vary from nothing up to 2%, and all 
discounts now in the 5% level be maintained at that point 
because of its historic background. 

“The uniformity of 2% 10th prox and 5% 15th prox 
would be a tremendous help to all distributors, in not 
only reducing the amount of detail which has now be- 
come so costly, but, more important, to help the distrib- 
utor carry the load for some slow-pay contractors whose 
funds are tied up in various projects. The manufacturers 
want the business, but the distributor is placed in the 
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Favor a Uniform Cash Discount 


arbitrary position of having to carry an account, where 
in most cases slow collections are unexpected. It is my 
considered opinion that this is a service that cannot be 
avoided by any set pattern. 

“Many of the problems of the distributors stem from 
the wide distribution policies practiced by the various 
manufacturers. It is generally acknowledged that this has 
created a condition of extreme competitive price selling 
and as long as manufacturers feel they need this broad 
distribution, then it is obvious that the distributors need 
better cash discounts in order to either collect their 
monies on time, or to help finance the cost of carrying 
these accounts. 

“It is usually the full-functioning warehousing distri- 
butor who carries the brunt of this punishment, and as 
long as jobbers, wholesalers and distributors are enjoying 
the same prices from the manufacturer, then the full- 
functioning distributor is entitled to this consideration. As 
long as most manufacturers feel helpless in regards to 
the conditions that prevail, then let this be some reward 
for the tremendous sums we have invested, the inventories 
we carry, and for the generally higher overhead that a 
full-functioning distributor assumes.” 


Says Raymond De Steiger, Raymond De Steiger, Inc., 
Detroit, Mich. 

Definitely would like to see manufacturers extend a 
uniform cash discount to distributors. “As it is, it drives 
us nuts,” he adds. “To sort out accounts, with this wide 
range Of discounting, is a real job. ’'d much prefer a 


uniform 2% cash discount to this 12 to 5% thing. I think 
everyone should adhere to one accounting date, too 
either the 10th or 15th of the month.” 


Says Earl T. Summers, Summers Electric Co., Dallas, 
Tex. 

Manufacturers should definitely extend a uniform 2% 
cash discount to their distributors. It would save a terrific 
amount of work. Under a plan of uniform cash discounts, 
you could just look at total and figure amount. 


Says Leo Siegel, Hobb Electric Supply Corp., New York, 
N.. ZW. 

“I am in favor of the old method of having different 
discounts for various items. Any other method would 
take away from a distributor’s profit. We can pass on cost 
rises to our customers, but we cannot pass on any 
changes in cash discounts.” 


Says Bill Edwards, Hollywood Wholesale Electric Co.., 
Los Angeles, Calif. 

“Lack of standardization is expensive and complicated. 
Right now cash discounts offered by various manufactur- 
ers run the gamut. It’s standard practice in the industry 
to pass along to our customers the cash discounts we get 
from the manufacturers. To do this, we have several 
comptometer operators who do practically nothing else 
but figure cash discounts. If we have an invoice with five 
items, we might have as many as four cash discounts to 
figure. The items could range from net to 5%. If a cus- 
tomer has two invoices to pay — one net and one carry- 
ing a cash discount — and he has enough money on hand 
to pay for only one, he’s going to earn his cash discount 
and let the net invoice slide. 

“I wouldn’t care to say what the cash discount should 
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be, but it should be standardized and it should be large 
enough to create an incentive to make people want to 
earn it by paying their bills early. But standardization by 
the manufacturers won't solve all the problems of cash 
discounting. On the distributor level, the amount of cash 
discounts vary with how badly money is needed 

“There are two abuses on the distributor level that 
need correcting: One is the use of the cash discount 
sales weapon through treating it like a trade discount, ; 
the other is that of allowing cash discounts beyond 


cash discount period.” 


Says Jerry Madden, Tab Electric Supply Co., Trenton, 
PM a 

“With uniform cash discounts, everyone will be on an 
equal basis. There should not be variations of discounts 
If there are variations, it becomes a problem of price 
comparisons. Price sheets are fictitious 

“Uniform cash discounts should be set at 5c. This h 
been the system most widely used almost since the start 


of the electrial industr 


Says George F. Milner, Milner Electric Co., Cleveland, 
Ohio. 

He said he buys many things at net, but that his cus 
tomers try to take a 
terial anyhow. Many explanations are now needed to 
show the customer when he can take discount, and how 
much he can take on each item on his statement. Feels 
2% is acceptable, since it is still big enough to induce the 
distributor to pay his bills on time 


> 


cash discount on this same ma 


Says Irving Bean, Bean Electric Co., Seattle, Wash. 

In stating that manufacturers should extend a uniform 
cash discount to distributors, he comments that it would 
accomplish two purposes: it would get the money in and 
allow the distributor to make a bank profit on the money 
that doesn’t come in. Favors 2%. 


Says Troy A. Brown, Raybro Electric Supplies Inc., 
Tampa, Fila. 

“We welcome an opportunity to express to you oul 
views on the many advantages which would inevitably 
result from adoption of a uniform cash discount schedule 
throughout the industry 

“First, may we state in support of the effort to accom 
plish this highly desirable goal, for years we have felt 
that an across the board discount of 5° should be 
extended to distributors and on down the line to their 
customers even though this undoubtedly would necessitate 
upward adjustment of some manufacturers’ price levels 

“It is obvious that the segment of the industry 1n which 
initial benefits would be felt would be the manufacturing 
industry through prompter payments from their distribu- 
tors. The incentive to discount would result in many dis 
tributors who today are not doing so, making financial 
arrangements to discount their accounts 

“The same benefits with far more profound effects 
would accrue to the distributors. Their customers, too 
many of whom are today ‘riding’ the distributor from 30 
to 90 days or more, would with the incentive of a 5 
cash discount strive to make any and all necessary ar 
rangements to earn this additional income 

‘A sharp reduction in the distributors’ collection 


Comments continued on page 89 
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Parking area 


An idea which one Houston distributor visualized on this floor plan. . . 


From a Quonset Hut 


To This Neat Layout 


HAT was the first step in a much-needed move last Business has almost doubled since our move,” Ken 
June which had been planned for about | vears by nard says. “We not only gained new customers, but we 
Officials of Wholesale Electric Supply Co. of Houston didn’t lose any old ones. We can almost say it was a 
Tex move that saved the business 
Company personnel faced two problems: what do you 
do (1) when you outgrow. your old facilities, and (2 
when your building seems ready to collapse at any 
moment? 
As Sales Manager Marcus L. Kennard says, “Our 
business was becoming stagnant because of lack of facil 
ities. I suppose that the reasons most distributors move to 
new locations are similar. With us, we not only were 
being strangled by crowded conditions, but the building 
which was a quonset hut—was leaking and the roof 
ready to fall.’ 
e Good Relations—Today, conditions are about as good 
as a distributor could want, the sales manager explains 
He adds that in addition to the physical benefits involved 
in the move, the greatest improvement has been in re 
lations between the distributor and manufacturers’ rep 
resentatives 
“In our old building, we seldom saw factory men. If 
we wanted new lines, we had to contact them. Now, we 
are partners in business. They come in now and look us 
over. And what’s more important, they not only recog 
nize us as a good distributor, but realize we are an im 
portant factor which will remain in this industry. This is 
important to us, because the manufacturer ranks second 
in our Opinion to our customer 
Located near an expressway about five minutes from ONE UNIQUE FEATURE in the warehouse involves two hy 
the downtown area of Houston, the new one-story Be lifts in front of the shipping area. Because the floor of 
building contains 25,500-sq ft of floor space By moving the warehouse is on the same »| as the street, architects 
closer to industry, salesmen can now reach the channel iggested the lifts be installed that supplies could be raised 


ship area in about 15 minutes to the level of truck beds. This saves much physical lifting 
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CITY SALES COUNTER attractive and always kept neat. 
This has enabled personnel tc oT ss O a For appearance, telephones are ir r (red), and stock areas 
9rders and getting customers back jc fast. are out of sight behind d 





FOR ACCESSIBILITY, aisles are kept clear and are wide A COLORFUL coffee 
enough for vehicles to be driven into the warehouse out of coffee is always availab 
bad weather when customers are receiving supplies tore food. Employes 





ABC's of SELLING—NO. 12 IN A SERIES 








“Stevens definitely made me feel | was not only welcome—but of real help to him.” 


Guiding the Selling Guest 


Junior Stevens does a top job of working with a manufacturer's regional 


sales manager, which confirms Old Bob's faith in the young salesman's 


capabilities. The result: Stevens “'inherits’’ retiring Bob's accounts. 


By Winston N. Coburn 


“uy OW ABOUT letting Junior take over my accounts 
until Spring?” veteran salesman Bob Davis sug- 
gest q i I 


I better lay off until good 


I little perhaps if I get 


a 
r | may retire come next 


ist your accounts with our 
Martin 


He’s a good man; good enough to handle those tough 


boy? dded sales manager 


old accounts I’ve insisted on selling: good enough to be 
come your best man someday. Mark my 
Bob issured M irtin 


words,” Old 
“Sav, look who just came in! What's 
Gil Graves doing here? 

The district manager for Master Wiring Devices had 
known Pioneer Distributors since the day it was organ 
ized. Then, as a factory salesman, he had sold them then 
first line. He had become one of those influential figures 
in the electrical game who could make the difference be 

een a distributor being recognized by leading manufac 
turers or being ignored 

Since his sev 


Dut this visit v 


ral promotions, his visits had become an 

special one. The purpose 

i-half spent with Junior spot-checking th 
y developed territory. This was 


Ss important to Pioneer tl 


Graves maintain his faith in their sales ability and poten- 
tial. Graves greeted his old friends warmly, then made a 
prompt request 

“Charles—if you can give me a 
Martin, “I’d like to give you a re 
catch the next plane back to the off 

“Go right ahead, Gil. You won’t mind Bob sitting in 
He’s still interested in future sales. In fact, Bob and I 
would like to get your reaction to our new salesman.” 

Graves first commented on the sales situation which he 
found to be promising. The Master name was gaining in 


few minutes—,” he told 


port on my trip, then 


acceptance, but needed more sales emphasis on new 
items in the line. He promptly turned his comments to 
Junior 

“Now, as to your man Stevens, I'd like to say several 
things, but you better ask questions as I go along. For a 
salesman who’s only been selling a little over a year, he 
shows a lot of accomplishment. You know, I didn’t ap- 
preciate this at first. His approach was so ingenuous, so 
folksy, that the finesse of his selling almost escaped me 

“Then I began to see how skillfully he directed the 
customer’s attention to our sales message, how neatly he 
overcame distractions, and how well he seemed to sense 
the customer’s interest in certain products. I began to see 
that this boy really knew his customers. I like that 
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folksy, everyday manner, because so many young sales- 
men aspire for a smooth polish, obtaining a thin veneer 
instead of building integrity from within.” 

“How did Stevens make out on organizing the trip? 
asked Martin. 

“Very well, it seemed to me,” Graves said. “He had 
obviously followed your instructions to show me a repre- 
sentative cross-section of the customers, for we met with 
all types. He had managed to contact everyone of them 
before our trip to explain the purpose. This got us excel- 
lent customer cooperation without wasting time in 
lengthy interviews. Tne boy is punctual, too. Met me in 
Milltown right on schedule, got to the hotel last night at 
a reasonable time and had the car ready and waiting for 
me after breakfast this morning. That isn’t saying any 
thing about the calls he made after supper last night and 
the phone calls he made before breakfast. 

“As I grow older, I’ve come to appreciate a man who's 
where he’s supposed to be, when he’s supposed to be 
there. I don’t see how we would possibly have made more 
calls during the day and a half, because he kept me 
stepping every minute. He had even made advance ar- 
rangements for meals to cut down on time. Compared 
with what I’ve seen on many of my field trips, he had 
things organized excellently.” 

“How did you feel about his sales-talk—his actual 
selling?” asked Old Bob intently. 


>> 


Uses Helping Hand 


“I checked Stevens pretty closely on that,” answered 
Graves, “because it’s been my experience that an extra 
man along throws some of the best salesmen. They just 
don’t know how to bring him into the act; just don’t know 
how to use a helping hand. Your man did well; broke the 
ice casually, warmed the customer up with a minimum 
of conversation, set the stage for me, then stood by to 
toss in a leading question or two along the customer's 
special interest. He pressed for orders immediately and 
obtained them in practically every stop. There were no 
awkward pauses, no long trailing off on tangents.” 

“How did customers react to him?” Martin wanted to 
know. 

“The usual way — just as many different ways as there 
were customers, but I'd say the common denominator 
was the respect they showed toward him. I know why, too 
Saw an example of him in action. Contractor named 
Harrison jumped on him with both feet about a late 
shipment. Stevens said that it was his job to see to it that 
those shipments got there on time and he would find out 
exactly why that one didn’t. No damning the company, 
the order clerk or the shipper—no weak alibi-ing. Cus- 
tomers like that, especially when they come to know it 
isn’t just an act.” 

“Gil, how do you feel about him personally?” Old 
Bob asked. 


Attitudes Show 


“Let me say it this way. I’m pretty sensitive to a sales- 
man’s attitude toward me. I can usually detect a faint 
resentment with some, an over-anxiety with those who 
have sales troubles, or with others a self-consciousness in 
selling before a third party. Not that I care personally, 
but customers are quick to sense these vague differences 
between sales partners with disastrous effects on the sales 
effort. 

“Stevens definitely made me feel that I was not only 
welcome, but that I was of help to him. If he wasn’t 
sincere, he was certainly most convincing and I’m grate- 
ful in either case. Besides, he put me to work and that’s 
what I wanted. Confound this going along for a ride 
like useless baggage. Some salesmen jealously monopo- 
lize the sales interview, tossing me a question occasionally 
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for confirmation. Others conduct sales in every line but 
mine while I stand by. And some, expecting miracles 
throw me at an unprepared customer without any sales 
warm up. Now, look 
just an ordinary salesman or does he have 
interest in the firm?” 

“Stevens? Why. of course he’s just a salesman. His 
only stake in the firm is his selling future 
manager advised 


I've got a question, too. Is Stevens 
financial 


the sales 


Enthusiasm Sells 

“T'll tell you why I asked. We all of us get pretty 
cynical in sales work—get to where we're a little suspi 
cious of enthusiasm. All through that trip, Stevens was 
conveying to me little remarks about the company 
what a fine outfit it was to work for, how fairly he 
thought the management handled salesmen, and what a 
fine ball team it was to be on—every employee in there 
trying. 

“This was no rehearsed speech, not the way he ex 
pressed it, a little at a time. This was sincere. Why, that 
boy couldn’t have had more enthusiasm if he had money 
in the firm. My company spends good money looking for 
men with that spirit, but I'm afraid we kill a lot of it 
after we hire them. I think that it is a pretty fine com- 
pany that can produce an attituce like Stevens 

“Bob, I don’t suppose you had anything to do with 
Junior’s training,” Graves laughed I seemed t 
recognize some of your technique in his work.” 

“Let’s say I tried to teach him, Gil,” Old Bob said 
‘Junior had to make all the mistakes I made and then 
some, but he was salesman enough to learn from every 
failure.” 

“I think you did a good job, Bob. In fact I’ve been 
thinking about the team that Pioneer has been building 
all these years—and Charles, I may ask a favor of you a 
little later. Let’s say that I come up next Spring as soon 
as the golfing gets good and we can talk it over. You see 
I have a nephew that I want to train in my company, 
but I'd like to have him get in one year with you fellows 
right on the firing line. I know it’s asking a lot, but I don't 
know another distributor where he could get such good 
training and experience. Excuse me, if I rush off, but 
that sounds like Stevens paging me. He offered to drive 
me over to the airport. Goodby Charles, goodby Bob 
and good business.” 


Selling Company and Self 


Old Bob watched Graves departure with a satisfied 
rin. “Did you hear that, C.A.? When Gil Graves says a 
salesman is good, you can bet he’s good. I'd say Junior 
did a pretty good job of guiding our sales guest, but do 
you realize what a job that boy did in selling Pionee 
Distributors to Graves? You know how I've harped on a 
salesman selling his company and selling himself—not 
just selling the product, but I didn’t know that Junior had 
gotten my point—had really understood me 

“Graves isn’t the type to buy an idea easily—tough 
old buzzard just like me—can spot a sales story a mile 
away. It took some real sincerity on Junior’s part to put 
that ‘wonderful company’ story across.” 

Martin nodded thoughtfully as Bob made his point 
Yes sir, like I said, Junior’s going to be your best man 
some day. Don’t feel so bad about retiring with a good 
man on the job.” 





With this installment, Electrical Wholesaling 
completes this series on the ABC's of selling. All 
12 installments may be reprinted and offered as 
a booklet later this year. 





LIGHTING COMPETITION WINNERS 


Ist—Installations shown as selling tool 





BEFORE relighting, fixture resented disr ) AFTER installation, all-electri 


arber shop working ar 20-ft c at work level, create 


PEA ceig 17 
* bese: 
ao 


BEFORE, the art gallery 1 concourse wa ely AFTER, recessed eyeball 


from m cent unit were used t 


vided an overall illumination of from 30-ft c in the 


A* INSPECTION of varigus completed installations Various types of lighting were used, all of which pro- 
to 100-ft c on walls and paintings in 


in the Chicago area proved to be a large factor for 
Effengee Electrical Supply Co. in being awarded its manicurist area 


prize-winning lighting job at the Hotel Sherman. the concourse 
L. E. Mirus, lighting sales manager, was first ap “Now, because of the modern decor, old customers 


proached by the hotel officials to see if his company ire more comfortable and new customers are attracted,” 
could handle the relighting for the barber shop and 


manicurist areas, and the lounge and concourse areas 


Mirus says. “The overall effect is one of efficiency, which 
in turn, inspires more confidence in the barbers, mani 


After the tour of various completed installations was curists and other employees. Flexibility of the system 


concluded, Mirus showed the hotel officials fixtures 
it the firm’s showrooms and explained the applications 
for which they could be used. At a later conference, the 
lighting manager discussed with his potential customers 


treats each area as a separate unit.’ 





Each month, EW is presenting case studies of winning 
entries in the distributor division of the 1957 Inter- 
national Lighting Competition. All winners were an- 
nounced in the December issue. The competition was 
sponsored by EW and two other McGraw-Hill maga- 
zines in cooperation with the National Lighting 
Bureau. A distinguished panel of nine lighting author- 
ities selected winners, Next, commercial winners. 


appearance, prestige, maintenance, lighting levels with 
comfort, coordination with the interior design and com- 
parative costs of the systems. 

e Needs Listed—‘I was able to convince them that I 
could fill their needs satisfactorily,” Mirus says. “They 
wanted a system which could incorporate heating, air 
conditioning and acoustical requirements, as well as 
shadow-free and high-level lighting.” 
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2—STORE 





2nd—A Sale Based on Artistic Value 


GENERAL LIGHTING w. 


em 


SMALL DISPENSING booths were lighted by four- RECESSED TROFFERS, four sq ft, wer 


4 


foot recessed slimline troftter where the lighting the r rd 


uminat ’ { r t+ 


N SELLING this job, Harold Danchik, vice president the owner maintained his ib] 1e 1 
of Rogers Electric Supply Co., Dallas, worked closely e Combination Used—Danch a hat 
with the store designer of the Lee Optical Co. in pre lation, he strived for an adequacy ighting combined 
paring the lighting layout. with a warm, friendly atmosphe: of this, he 

Danchik started his sales approach by discussing the decided upon a combination of incande nt lighting for 
visual requirements of each area of the store. With this general illumination 


in mind, he worked out several lighting layouts which exacting visual tasks 
would meet lighting requirements and would blend with “Our purpose was not 


in the instal 


and fluorescent lighting for more 


to out-l (Ci the surround 
the esthetic quality and design of the store. ing stores,” Danchik says. “We di want to sacrifice 

Each proposal was thoroughly discussed. When one a pleasing but adequate appearance {f a cold 
was approved, Danchik prepared a bid atmosphere.’ 

“Here is where the real selling job began,” he recalls Overall illumination showed an average maintained 
c. In the small dispensing booths lighting 
the total cost of the lighting was considerable. It was is maintained at 60-ft c. The bookkeeping area shows 
our job to convince the owner that his investment in 82-ft c, and displays, 147-ft c. 
good lighting from the standpoint of proper illumination “We feel that our efforts to provide good lighting ha 
levels and decorative value was worthwhile.” paid dividends for the owner,” Danchik says. “We 


Eventually, Danchik proved that store lighting was as positive that the overall decorative scheme is pleasing to 


“Despite the fact that this store was fairly small in area, level of 44-ft 


are 


important—if not more so—as the rugs and furniture the customers’ eyes.” 
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Lighting Competition Winners (cont.) 





Third—‘Different’ Use of Lighting 


A 


VARIETY 


RIAL equipment which was furnished to back up and 

demonstrate ideas of utility engineers was instrumental 
in selling a relighting job at The Grand East, a ladies 
ready-to-wear store in Milwaukee. 

The entry was submitted jointly by Edwin Schnoll, 
lighting sales manager of Standard Electric Supply Co 
and Everett H. Schaefer, lighting engineer for the Wis 
consin Electric Power Co., both of Milwaukee 
¢ Unique Lighting Used—By cooperating with the store 
designer, both devised a “different” type of lighting lay- 
out, using nine-foot indirect lighting recessed coffers with 
decorative brass fixtures to minimize the low ceiling 
height. This was done because the store was in a building 
where the ceiling heights were limited, and lighting had 
to be tailored accordingly, Schnoll explains 

“The idea appealed to the store designer because the 


lighting presented an air of distinction to the overall 
8g £ I 
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FLUORESCENT va eft) and flu 
rescent lamgr rind uvered panel 


for lingerie 


al 


rient [ y mair g 
f ores 


jepartmer lus 
cent valance vide r e than ample 
light for e are while accent lighting 


pr 


CUSTOM MADE center fixture 


ha } W f if 


store design,” Schaefer says. “This was very important 
Ihe store was located in an exclusive suburb, and it was 
but not build 
up the lighting budget too much in doing it.” 

Indirect lighting from large ceiling coffers combined 
with fluorescent large area circles and downlights pro- 
duced an average level of 60-75-ft c. In addition, window 
lighting is mobile, with wattage concentration on display 
figures. 

“This installation has enabled our customer to operate 
an exclusive women’s store in a remodeled building, 
where the ceilings would ordinarily be too low for a 
store of this character,” Schnoll says. “This job points 
up the need of integrating lighting with store design. It 
shows what can be done with planning even under ad- 
verse conditions. It shows the need of imagination in 
planned lighting.” 


necessary to build up the idea of quality 
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CONTINUOUS ROWS of fluorescent light prov j genera 


illumination. Swivel spots were 





IN CHECK-OUT area, recessed troffer fluorescent units are 


used to maintain a level of -ft ¢ 


Third—A Natural Effect Achieved 


ONTINUOUS cooperation between the distributor and 

factory representative resulted in the sale of an instal- 
lation at a new department store for L. U. Marshall, 
salesman for the General Electric Supply Co. of Waco, 
Tex. The entry was submitted jointly by Marshall and 
J. W. Bush of Spicer-Bush-Witt Architects and Engineers 
of Waco. 

“The problem was to make a layout that would be 
in harmony with the building design without a bulky 
appearance of fixtures, and to provide eye-comfort 
illumination,” Marshall says 

Since the area to be lighted had the appearance of a 

square, Marshall suggested that a square design fixture 
would best support the architectural design. When this 
was suggested to the owner, he asked that the factory 
engineer furnish him with a complete layout and light 
output calculations. In addition, the owner was shown 
an installation similar to what he wanted in his store 
This aided in the selling job, and he eventually accepted 
the distributor’s quotation. 
e Natural Light Stressed—Coffer, with accent and 
shielded surface fixtures were used by Marshall to pro- 
vide a lighting intensity of 118-ft c in the total lighted 
area Of 29,988 sq ft. Standard cool white lamps were 
used above clear prism lens to produce the nearest pos- 
sible appearance of natural daylight. 

“With natural light, the store customer can benefit by 
color rendition,” Marshall says. “He can see the mer- 
chandise clearly and without illusion. He can have the 
advantage of color matching and natural seeing ability.” 
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Third—The Use of Natural Louvering 


HROUGH prior contacts with Huyck, sale 

engineer of Westinghouse Electric Supply Co., Des 
Moines, la., the owner of the Stockton Supermarket in 
Newton, x approached the distributor to la out the 
lighting job for his new store 

In making recommendations, Huyck found it necessary 
to provide adequate lighting for proper customer ap 
praisal of displayed grocery merchandise, both in general 
and accented areas, and to provide a lighting installation 
in keeping with the architectural elements of the store 

Huyck explains that the problem of solving the in 
terior illumination of the supermarket was unique due 
to the particular architectural elements of the structure 
For example, truss work for suspending the ceiling of 
the store was developed entirely from wood. These 
trusses were installed every 10 feet through the longi- 


tudinal dimension of the building 


In addition, the customer expressed the desire to have 
a type of illumination which would, in itself, be unique 
to supermarket installation 
e Natural Louvering Approved——A sult, the distrib- 
utor suggested that fluorescent lighting accented by in- 
candescent spots be used. Continuous rows of luminaires 
were mounted in relation to the beams, which would 
serve as a natural louvering effect. Also, it was suggested 
that the luminaires be painted to blend with the natural 
wood finish of the ceiling 

In the total lighted area Of 8,100 sq fT ul average 
lighting intensity was maintained at 51-ft c 

“This idea of natural louvering has never been used 
before in the area,” Huyck says [he unique and un 


usual lighting effect achieved by hiding the source of 
illumination naturally has received many compliments 
and has aided in bringing many more customers into 


the store.” 





MR EXCEPT FOR SOME accent and show window lighting, 


umina ] 


COOL WHITE lamps above clear prism lens produce B-ft c 


througt it store wr 





















Cadillac Electric Supply a&s salesman Al Miller (left) 
talks about electronic replacement parts with systems 
engineer Roger Bradley, of Ford Scientific Research— 
a big supplies and electronic parts buyer. 
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A Special Report: 


The A&S Distributor 's 
Role in Selling 





Industrial Electronics 


By George D. Farley 


|’ PROGRESS MEANS CHANGE, the indi 
ket is taking giant steps forward right now 
As industrials and industrial contractors t 
of electronic devices in suddenly surging numode!l 
that the automatic factory is no longer arout 
your back yard—if your selling is primarily industri 
e An Eye Opener—Many electrical distributors have 
market. That’s one finding of a recent nation 
SALING survey of wholesalers who carry electronic 
answering—or 52—were actively selling to industr 
What's more, apparatus and supply salesmen we 
te of these distributors. Only 10 sold thr 
another 35 used a combination a&s sales 
The remaining 11 indicated their 
inside personnel 
How are these electronic parts used? Just 
tributors said their business was strictly OEM. 5 
maintenance and repair; 48% said for OEM 
e “Cat-Bird Seat”—But what about the elect: 
good-sized industrial business, is perhaps hot 
petent industrial supplies sales staff 
a prospect for this business? 
The answer is a qualified “yes 
full-functioning, industrial-selling electric 
seat.” Through salesmen, he already has entree to bt 
service ability. Compared to speci ilty electro 
sound financial condition. (2) Electron 
reputable, experienced and financially he 
trials and steering away from agents and the 
are offering increased protection as inducen 
are having a hard time cultivating the 
to inventory, financial and sales training troubles 
engineered industrial applications there ts 
tronic devices and products which may on 
the business. Incidentally, tubes are on the way 
e It's Up To You—lf your selling is keyed to indu 
the best time to think about adding electronics. There are pitfa nven 
tory, multiplicity of lines, sales traini if s distributor 
can fit in and profitably. The following six-page rep highlights Cadillac 
Electric Supply Co.’s successful experience in taking on the dual role of 
industrial electronic distributor. 
EW hopes it will help. The final decision 
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Selling Industrial Electronics 


(cont.) 





integrated management team quarterbacking successful penetration of electronic mar- 
ket consists of Cadillac Electric's Ed and Herb Blumberg (standing) and Ferguson Elec- 


tronic’s C. T. Ferguson. 


How Cadillac Entered the 


Industrial Electronics Market 


WO YEARS AGO, a Detroit re- 
engineer asked Herb 
Blumberg if he could purchase 
transistors, capacitors and 
from Cadillac Electric Supply Co. 

“No. Sorry, but we don’t carry 
electronic items,” the  distributor’s 
sales manager replied. 

“Well, you'd better start stocking 
them,” suggested the engineer, “be- 
cause automation will change the 
complexion of your kind of selling.” 
e One of Many—That incident typi- 
fied what Blumberg and his salesmen 
were running into more frequently in 
their daily rounds of Detroit plants— 
big and small. 

Since then, Cadillac’s kind of selling 
has changed. It still serves industrial 
customers in automation-conscious 
Detroit—but better. With the acquisi- 
tion of an affiliate—Ferguson Elec- 


search 


relays 


56 


tronic Supply Co.—in 1956—this elec- 
trical distributing firm was soon able 
to: 

e Capitalize on a big customer 
swing to using electronic parts. 

e Build a sales force capable of 
the electrical and electronic 
needs of industrial buyers. 

e Attract top electronic parts lines 
which kept customers happy and 
helped establish the distributor as a 
reputable, full-functioning electrical- 
electronic supply house. 

@ Provide creative application ad- 
vice through an electronic sales spe- 
cialist who not only sells but also 
backs up Cadillac’s apparatus and 
supply salesmen. 

@ Sell a half-million dollars worth 
of electronic parts in the last six 
months of 1957 (35% of that strictly 
industrial) 


serving 


e Electronic —_Intelligence—Cadillac 
Electric Supply’s move into the elec- 
tronic parts business wasn’t sudden. 
Before anything else was done, man- 
agement wanted a good, hard look at 
the market. 

The firm’s apparatus and supply 
salesmen—acting as its eyes and ears 
—fed back field information to Herb 
Blumberg. 

Working with established accounts, 
new customers and even prospects, 
they found out what electronic parts 
industrials were buying, how they were 
used, when they were replaced. Then 
they asked what the answers would be 
several months from then. 

What’s more, they sounded out pur- 
chasing agents, engineers and mainte- 
nance supervisors on the possibility of 
buying electronic and electrical sup- 
plies from Cadillac. 
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e Vital Search—While the distribu- 
tor’s salesmen gathered this vital data, 
Herb Blumberg and General Manager 
Ed Blumberg (standing in photo, op- 
posite page) carried on their own in- 
vestigation. 

They attended electronic trade 
shows and meetings, talked products 
and prices with manufacturers’ field 
men, collected and filed product lit- 
erature and catalogs and contacted 
the National Electronic Distributors 
Association for general industry infor- 
mation (Herb Blumberg is now secre- 
tary-treasurer of the Michigan chapter 
of NEDA). 

Combining salesman-gathered in- 
telligence and their own findings, Cad- 
illac’s management worked out a mar- 
ket picture for electronic parts in its 
trading area. The results: 

e Clear indication that a profitable 
market already existed and that its 
potential was immeasurable due to 
the speed of growth. 

e Assurance that industrials would 
not only be receptive, but eager to 
buy electronic as well as electrical 
supplies from the same salesman and 
company with the resultant service 
benefits. 

e Evidence to indicate that elec- 
tronic manufacturers were seeking 
stronger representation in the Detroit 
area—saleswise and _financially—in 
cultivating industrial customers. 

Now came the big question: How 
could Cadillac best enter the business? 
There were two choices. Management 
carefully considered hiring a man who 
could develop through study and buy- 
ing to become an electronic specialist 
This would mean a relatively small 
investment—but it would be slow and 
wouldn’t permit securing the best parts 
lines. Cadillac would have a tough 
time selling itself as top representation 
with only a one-man nucleus for an 
industrial electronics department 

The other choice: pull out the stops 
Capitalize on the a&s_ reputation. 
Go into the business on a broad base 
by purchasing a going electronic sup- 
ply business. That was the answer. 

The house Cadillac acquired was 
Ferguson Electronic Supply Co. — a 
good-sized, reputable independent dis- 
tributor doing about 5% of its total 
business in industrial electronics. The 
rest was TV-radio dealer trade. 

Cadillac’s management made no 
radical changes. From the start, the 
aim was to attain a merger smoothly 
—first of management, then of the 
sales forces. 

e Open PR—Management saw that 
all personnel in both companies knew 
what was planned. A joint Cadillac 
Ferguson “get-acquainted” party was 
held. After prolonged investigation 
and negotiations with manufacturers, 
product sales meetings were scheduled 


for a&s salesmen and __ industrial 
electronic specialists (there were three, 
including C. T. Ferguson). 

Plans for a gradual shift away from 
['V-radio dealer business to industrial 
trade were made and put into effect 
Promotion and _ advertising were 
worked up. But there was no hurry 

“Ours was strictly a go-easy policy” 

explains Herb Blumberg. “We wanted 
to be certain we were ready and on 
the right track before putting the big 
push on industrial electronics.” 
e Gets Rolling—The big push was 
launched at a_ general 
Cadillac-Ferguson personnel in Jan 
1957. The joint sales force was briefed 
on the plan. 

A&s salesmen were to do mission- 
ary work at first, establishing the 
Cadillac-Ferguson combination with 
their regular supplies customers and 
feeding back leads to the electronic 
specialists. Then, as sales meetings and 
other training sharpened their 
product know-how and selling profi- 
ciency, they would start operating in 
the combined sales role 

[hat’s precisely what happened, but 
in many a&s 


meeting of 


aids 


cases the men started 


pushing electronics much sooner than 
Herb Blumberg figured. “Once they 
that industrial electronic 
parts were just another group of hot 
and profitable products—they ran the 
ball—but hard,” he explains 

e Promotion, Too—Cadillac’s promo 
tion, advertising and direct mail cam 


understood 


paigns helped pave the way for the 


sales force and also helped influence 


manufacturers hunting for 
firm 


electronic 
distributors. The 
top lines 
steadily 
But there were problems. “Luckily 
we had planned for most of the head 
Blumberg. “The others 
successfully. In this 
Though 


obtained many 


and sales began to rise 


aches,” Says 
we worked out 
business, you must look ahead 
we're moving toward industrial trade 
the dealer sales are still very 
tant 

e Pioneers? 
if we considered ourselves ‘pioneers’ 
he says with a smile. “If that 
we don't Zo headlong into pitfalls and 
problems without first scouting them 
like the old 
‘vEs’ 


impor 
Someone asked me 
means 


pioneers the 
with a capital E for 


answer's 
a big 


electronics 





Problems of Pioneering 


INVENTORY can be a major headache for any distributor entering 
the industrial electronics market. Number of separate items is about 
double that needed in the a & s business—ranging from a |0¢, !/2 
watt resistor to a $60 power transistor (pointed out above by In- 
dustrial Sales Manager C. T. Ferguson). In a decent size market area, 
he says, you need at least 30,000 tubes alone. While space is no 
factor (most items are small) big investment is required. A half- 
million dollar inventory is not excessive. Stocking cannot be as broad 
or deep as customers might like, but must be tightly attuned to what's 
new in fast developing items. Cadillac's answer: securing top lines 
on exclusive basis from manufacturers with good obsolescence pro- 
tection and stock selection policies. Salesmen push hard to switch 
or create customer preference for distributor's lines through mission- 
ary selling, feed back information that aids in buying 





Turn page to see how Cadillac promoted its dual sales role. 





Selling Industrial Electronics (cont.) 





CIVE-AWAY MATCH PACKS, cou; 
Electronic names were distributed by salesme dustrial 
5 names and 


Books inside 


carried firm 


Fergu on 
customers 
either side. 


Here's how Cadillac Electric sold the idea of one electrical- 


electronic supply source to industrial customers through smart 


direct mail, local ads and strong word-of-mouth missionary work 


HEN Cadiilac Electric Supply 
entered the industrial electronics 
business, one of its biggest prob- 
lems was that of communication. 
This electrical distributing firm had 
to tell its customers effectively that it 
was now ready to serve their electronic 
needs 
e Many Means 
number of methods: 
e Direct mailings to all industrial 


Management used a 


well as to prospective 


parts custo 


accounts as 


electrical and electronic 
mers. 

e Advertising in local publications 
directed primarily to industrial pur- 
chasing personnel 

e Give-away match books 


coupled the Cadillac Electric and Fer- 


which 
guson Electronic sales messages. These 


were packaged in an Outer container 


stressing dual identification 
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e Partial listing cards of the indus- 
trial electronic lines carried by Cadil- 
lac’s affiliate 

e Double letterheads on all station- 
ery, billing and delivery slips, etc. 

Each addressograph plate in the di- 
mail promotion contains three 
code numbers. The first numeral de- 
scribes the type of account—industrial 
maintenance, OEM o1 
tractor, etc. 

[he second number designates the 
buyer, 
owner, purchasing agent, electrician, 
engineer, specifier, etc. The third num- 
ber indicates the salesman or, if it is 
a prospect, the fact that the account 
IS Open. 

Management develops and supplies 
the ideas, then passes them on to the 


two 


electronic 


rect 


electrical con- 


addressee’s classification — 


agencies Cadillac uses to be put 


in finished form and mailed 
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The matchbook packs and product 
listing cards were distributed by the 
salesmen on their regular rounds as 
they carried out their electronic mis- 
Incidentally, 
management that word-of- 
mouth proved to be the most effective 


sionary assignments 


found 


way to push Cadillac-Ferguson’s story. 
As a & s salesmen gained knowledge of 
the products and applications in regu- 
larly meetings, they 
sold the message harder 
e The Payoff—‘You can’t underesti- 
mate the power of good promotion,” 
says Vice President Herb Blumberg. 
“It makes sense for our customers to 
electronic parts 
if the source puts 
across its double efficiency and relia- 
bility. We’re selling the team relation 
and all the resulting benefits. That’s 


what really counts, sales-wise.” 


scheduled sales 


buy electrical and 


from one source 
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Promoting a Dual Selling Role 


ADVERTISING 


ting 
5 


~ FERGUSON ELECTRONIC 
suPPLY COMPANY 


1 fo announce 
Le entry into the feeld 4 
ls 


| INDUSTRIAL ELECTRONICS 


a pleases 





Distributors of 


ELECTRONIC PARTS AND EQUIPMENT 


for 


INDUSTRIAL APPLICATIONS 


Potter & Bromfield Relays 
International Rectifiers 
General Electric Tubes 
Sprague Capacitors 

Chicago Standard Transformers 
Ohmite Rheostats 

Amphenol Connectors 

Triplett Meters and 

many other well known names 


SEN, 

ailu one ONDe 

t your disposal to gi CBS! Bi CTORS 
excellent SERVICE, the kind of service Co s rh 

long delivered by our affiliate, Cadillac Olde 7 


Ele Supply Ce tN 
ctric Supply ( CongeNTI Weller Gc Mons 


! 
"Sar 


Prompt delivery throughout the 


G, . 
H°peral co. 

S, Me 
Walee Smith '¢ ~ 


4A Cks 
» Puy 
and Gs 
ers 


ELecTRONIC 

suPPLY ©O- 
FERGUSON sort cs 
uN 4700 * 730% « 8:30-1:00 Sotwrdoy 


8:30-5:30 Monday thre Fridoy 


DETROIT PURCHASOR 





To see how Cadillac's a & s salesmen push electronics, turn page 





Whether Ferguson Specialist . . . 


ELECTRICAL-ELECTRONIC nature of busine se¢ t APPLICATION know-how is vita! t peci t Ferguson's 


f J J : ng. Here, he check ynchronizing control with design eng 
t for mail-tray diverter control. On | neers Russ Hector (seated) and Pierce Dix. Ferguson recon 


ed n recti r [ é ving t ency 


Selling Industrial Electronics (cont.) 





KEY MAN i: lillac-f n electror ale Buzz CAPITALIZING on electrical! pplies entree with customer 
Trottier t j list Vith red lotzer e rur like Robotron lr purchasing went enn Thomps 
ill telephone les, lea with Aanufactur right Cadillac a&s salesmar 

ck Fulghum r Duying fT Fergusor ing on parts used in multiple 
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Or Cadillac A & S Salesmen . 


SUPPLIES SALESMEN, like Al Miller (left), push electronic CULTIVATING 
parts hard to purchasing personnel like Ford's Earl Kline, wt much about app 
also buy electrical. Here the 


miniature potentiometer 


Electronic Parts in 


NEW SALESMEN are enthusiastic about their combined 


role. Cadillac's Norm Jayne (right 


OLD SALESMEN use 
gain elect nic KNOW Andy Ander 
edge through contact with Charles Payne Whitehead G Kale 


Elox Corp., makers of electrical discharge machining rectifier Long way 
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The“Man on the Ladder” 


the complete line that offers 








Kya 
ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 


CECTROLEPS . 


5p, 3 





talks about KILLARK fixtures 
SELECTION...SAFETY... 


PEAK EFFICIENCY...MODERN DESIGN 


ex 
i od 
FOR HAZARDOUS LOCATIONS, from my ex- ~~ : FOR MY CLIENTS WHO 


perience, Killark Fixtures offer the ultimate OM” WANT CLEAR, BRIGHT, 
3 ‘ +e J . CONTROLLED LIGHT, 
for both my client and myself in dependable 


bila . ? as for loading-dock or 
protection, better lighting and easier mainte- - ee ee yard areas, I always 


nance. Take this Explosion-Proof Fixture suggest Killark Clus- 
4 ter-Lites. Their sealed Bea samps are adjust- 
shown here, for example. You can see from ar-EAtOR: “CROW Cnieee Seam LAGS Ore ape 

able in any direction, completely weatherproof, no 


the design how easy it is to relamp without reflectors to service. Rustproof alumi 
tools. Wattage can be quickly changed on the num offers years of uninterrupted 
spot, too, by a simple replacement of the service. 


adaptor. Snug-fitting, air-cooled aluminum 
body and shock-proof globe all mean on-the- ta AN ys Mine A ma cdo 
. ? “ ; : POWERED FLOOD LIGHTING, 


job safety at all times. Killark also offers a complete selec- 
tion of spotlights. They offer a 
powerful, compact source of light: 


THE COMPLETE LINE OF 
KILLARK DUST-TIGHT FIX- minimum cleaning. The rustproof 
TURES boasts a graceful “‘ledge- non-staining aluminum design also 
free’ design that prevents the assures cool operation for longer 


flexible aiming, easy maintenance, 


dangerous accumulation of lamp life. 
dust particles. Close-fitting 
lamp parts, carefully machined THE KILLARK CONCH LIGHT is 
and skillfully assembled, posi- further proof that Killark brings 
tively exclude dust. Killark you complete selection under one 
makes a complete series in name. Here is subdued lighting at 
4: its dramatic best—attractively 
ceiling, bracket and pendant , ; 
tvl styled in gleaming, never-dulling 
StVies,. . . . e 
aluminum and very effective for 


doorways, corridors and outdoor 


VAPOR-TIGHT FIXTURES BY KILLARK theatres. 


are not only vapor-proofed inside but 


THIS NEW DEKORATIVE 
LIGHT is a handsome 
combination of weather- 
proofed lighting, plus 
‘wt sleek, streamlined beauty. 
kind of climate or humidity, because It’s tastefully styled * 


weather-proofed outside. They are 
made of never-rusting, non-corroding 
Alumalloy, a special Killark alumi- 
num alloy. I know they can take any 


I’ve installed them on docks, in rail- rc non-rusting, non-corrod- 
road yards, underpasses and bridges ing Alumalloy (an exclu- 
and indoors in cold storage plants, sive with Killark) so that 
breweries and dairies. They come it’s attractive for inside 
large or small, too: from 60w to use, practical for outdoor 


500w sizes. use. 


SALES OFFICES 





REPRESENTED BY 


Ernest T. Loyd, Inc Dallas Geo. E. Anderson Co Minneapolis Harry P. Smith Co 
Leo T. McCourt Co Denver Kenneth B. Schumann Co. New York City W. J. Wickenheiser Co 

Electrical Agencies, Inc. Detroit Riecher Electric Sales Co. Philadelphia Harry G. Anschuetz 

Eberhardt Electrical Sales Kansas City, Mo Wm. B. Terry Organization Phoenix Kenneth Anderson 

Harry J. Kahn Electric Sales Lincoin W. C. McConkle Pittsburgh Crescent Sales 

incinnati Arthur L. Ehlers Co. Los Angeles Kenneth Anderson Co. San Francisco F. M, Nicholas 
Columbus Glenn A. Henry Co Milwaukee Martin-Gaertner Sales Inc. Seattle Northwestern Agencies, Inc. 





THE SALESMAN’S TECHNICAL NOTES No. 50 


MOTOR- STARTING RELAYS may be used 72 operare wn accordance with 
ether the volfage across the cor/ or the 


curren? through the cott. For example, single - se capac for wI0orfors 
reguire, a capactlor 70 aad 17) startir7e which must be aAiscornected’ 
uhern the rnoter reaches Fs riorrna/ Selec. 


CAPAC ITOR- START CAPACITOR-START, 
RUNNING acta ouedeusen CAPACITOR- RON MOTOR 


WINDING | WINDUNG ? 














STARTING 
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RELAY 


STARTING coil 
WINDIN 
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A current” relay 1s commonly used A ‘vollage” relay 7s ofter: used 
wth capacifor- start moreors. wth capacitor-sTary, crror- 
Relay contacts cfose as Argh ran rotors. Relay Contacts oper 
starting current errergizes Corl, wher motor comes up Te speed, 
putting starting capacitor +7 Aisconnecting startira 53 /- 
circatt As curren? decreases lo arid are frela opeh vol?- 
%o siormal, relay Contacrs oper, age sriduced 17 rnotor starting 
Miscorinectirig Capacifor WIA 1179. 
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evectric THERMOSTAT 
—— HEATER 


THERMAL RELAYS used for moror TRANSFORMER 4a:/4 sno relay 
over/(oad pro- ant sinplrfres 
tection use heaters 177 Wace or conttections and OUTER 7ypr- 
coils fo oper arta close Contacrs. cal agolication provides Jow 
Excess curren?’ fo rnerer causes volfage for seris/tive Thermoe- 
heater Fo oper? coritacrs, break: stat _ controling electric Pear- 
arcat? fo ecortactor cor/ a er Relay contacts are, designed 
operv119 gnasr? /r7e@ corifacts To to rnake and break foad fur- 
tnotor: ° Heaver args “-¥ CAO S277 rents. Anits are avarlable for 
to perrni? a curren’ fo rlow various firre ara cortro/ vol?- 
which fs slightly greater Thar ages and relay contact ar- 
forrmal gnoter curken?r: ANGEOIICITS. 
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Pinpoints the Information You Need on... 





By J. F. McPartland 
and W. J. Novak 


ITH MODERN development in 
art and technology of electric 
control, the application of elec- 
tric relays has become commonplace in 
all types of electrical systems. 
Although relays are generally very 
small devices, they play very impor- 
tant roles wherever they are used. 
Proper application and operation of 
relays is essential to effective opera- 
tion of devices, circuits and systems 
with which they are used. A little re- 
lay can make or break the biggest 
power system, depending upon how it 
is applied in the control layout. 


Construction 

Basically, a relay is a magnetically- 
operated switching device used for a 
wide range of control operations. It 
is somewhat similar to the magnetic 
contactor, except that it is used for 
lighter duty applications and operates 
on lower currents. A typical relay 
consists of an electromagnet assembly 
which moves an armature to open or 
close one or more sets of normally- 
open and/or normally-closed con- 
tacts. An electromagnetic coil in the 
unit is energized to operate the con 
tacts. In general, relays are more 
often used to open and close control 
circuits than to operate 
cults. 

As in the magnetic con- 
tactors, relays are made with either 
magnetically-held contacts or mechan- 
ically-held contacts, to meet the re- 
quirements of different applications. 

In the magnetically-held type, the 
coil of the unit must be constantly 
energized for as long as the contacts 
are to be held open or closed. In the 
mechanically-held type, the coil need 
be energized only instantaneously to 
open the contacts and only instanta- 
neously to close the contacts. 


power cir 


case of 


Application 


Various basic control actions can 
be performed with relays. Relays can 
be used to operate coil circuits in 
Magnetic contactors, to switch the 
coil circuits of other relays which in 
turn perform a second switching op- 
eration at a higher power level, to 
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elays 


control solenoids and to directly 
switch low-current motor and lighting 
circuits. 

Relays offer a means of control 
circuit switching at power levels 
higher than the capacities of initiating 
pilot devices like push-buttons, float 
switches, pressure switches, etc. Re- 
lays with many sets of contacts can 
be used to convert a single control 
signal (to the coil) into various com- 
binations and sequences of control 
switching. 

A very common application for re- 
lays is overcurrent protection for mo- 
tors. A relay in such a circuit is 
placed with its coil in the power line 
to the motor and is adjusted to op- 
erate its associated contacts when the 
value of current flowing through it 
reaches an unsafe level for the motor 

Still another use of relays is in 
interlocking of control circuits. In 
such cases, the coil of a relay is con- 
nected in one or more other circuits 
which are to be switched only afte 
the first circuit is energized. 

Selection of relays for specific ap 
plications is a_ relatively simple, 
straightforward procedure in which 
the specifications for the relay are 
related to the electrical characteris- 
tics of the circuit in which it is to 
be used. 

For instance, the contacts on ; 
relay must be capable of handling 
the maximum possible inrush current 
which flows when I 


| 


the contacts close 
This inrush current will depend upon 
the type and size of load device which 
is to be supplied through the contacts. 

Incandescent lamps, for 
have inrush currents on starting which 
are much higher than their normal 
running currents. This is due to the 
fact that the resistance of the filament 
is much lower when it is cold than it 
is when it is hot. The relay contacts 
must, therefore, be able to carry this 
high starting current. This is also true 
for motor starting currents supplied 
through relays. 

Manufacturer’s data should be 
checked on inrush current at given 
voltage rating for incandescent light- 
ing loads and other non-inductive 
loads and for motor loads and other 
inductive loads. Then the continuous 
current which the contacts must carry 
will further indicate required specs. 

Finally, the maximum _ current 
which the relay will be called upon 


instance, 


to interrupt must be determined 
Again, this current value will vary 
with the type and size of load. And, 
as in the case of magnetic contactors, 
a relay used to directly control an 
ac motor load must be able to inter- 
rupt the locked-rotor current of the 
load 

Common control 
at 10- or 25-amps per pole for switch- 
ing circuits up to 600 volts. Units are 
made with various combinations of 
normally-open and normally-closed 
contacts, up to 12 poles. For direct 
control application in motor circuits, 
some relays are rated in horse-power. 
Typical voltage ratings of relay coils 
are: 6, 12, 24, 32, 64, 110, 220, 440, 
550 and 600 volts 

A wide range of pilot devices are 
commonly used to control the coil 
circuits in relays. For 2-wire control 
circuits (magnetically held relays), 
typical pilot devices are automatic 
and include—-single-pole, single-throw 
thermostats or humidistats; single-pole 
float or inter- 
locking or auxiliary contacts in some 
other relay or contactor 

For usual 3-wire control 
standard hookups of Start-Stop mo- 
mentary-contact pushbuttons are used, 
with or without a holding contact cir 
cuit depending upon the 
mechanically-held 
momentary-contact 


relays are rated 


pressure SW itches; or 


circults 


type of re 
lay For relays 
pushbuttons or 
toggle switches can be used 

Ihe variety of 
common use 
stantly 


types of electromagnetic 


relays 


control 
today is growing con- 
In addition to the conventional 
relays, static 
relay devices which 


contain no mov 


ing parts have already passed 
the development stage t 
Cathon stage 


Other conventional relays are made 


with built-in step-down control trans- 
from 110 
and secondaries 
volts to 110 volts—to 
provide use of the relays in power 
circuits up to 600 volts with the con- 
trol circuit to the coil operating at a 
lower voltage for low voltage pilot 
[he types of ac and dc re- 
lays made for specific applications in- 
clude: welding relays, close differential 
relays for protective purposes, ma- 
chine tool relays and motor operated 
timing relays 


formers—primaries rated 


volts to 550 volts, 


rated from 6 


devices. 


Next Month: Relays-ll 
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WE TORTURED 
THIS SWITCH 


1,000,000 Operations at Full-Rated Capacity... 
and It Was Ready for More! 


You can’t beat this switch for durability. Install it! 

Forget it! This switch will be giving faithful 

service when they tear down the building. 

The secret is in Bryant’s exclusive action and 
extra-durable construction. Bryant’s patented neoprene 
rocker and toggle cam design gives this switch slow break . 
maximum closure speed .. . controlled breaking action. 
This means less arc, less sizzle, no contact bounce. 

And there are no coil springs inside to weaken or fail. 
You'll get a controlled contact opening to aid are rupturing. 
Look at the carefully engineered plastic base. 

It holds parts in perfect alignment... seals out dirt 

and dust. Heavy bronze contact arms insure positive 
pressure between the silver alloy contacts. 

Bryant A-C Switches will handle up to full rating 

of tungsten or fluorescent loads, filament loads, resistant 
and heating loads and motor loads up to 80% of rating. 
Bryant offers a complete line of quiet A-C Switches 

with these exclusive features ... both residential and 
commercial grades. Single-pole, double-pole and 3-way. 
Ratings of 15 and 20 amp... 120 or 277 volt. 

These A-C Switches are part of Bryant’s complete line 

of top quality wiring devices. You can wisely recommend 
Bryant for every device .. . for every job you supply 
Bryant devices not only meet, but exceed Government and 
Underwriters’ Laboratories standards. Make Bryant first 
choice ... there’s no need to change brands from job to job. 
Ask your Bryant Sales Engineer for more information 
about the complete line of Bryant Switches. 

Let him supply all your wiring device needs 


AVANT THE BRYANT ce tectric company 


(sree) BRIDGEPORT 2, CONN. e CHICAGO « LOS ANGELES 
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Grounding devices with exclusive 
breakaway grounding slot. 


=a 


Duplex outlets with self aligning 
contact grips 


dryer receptacies in 
1 30 amp ratings 





UNLOADING TRUCK is a 


Plains, N. Y., these day NV 


mmon 


truck 


sight at Garfield 
, hauling five loads a day 


Electrical Supply Co., White 
oving supplies 


from former New York City location as part of 


Making The Big Move 


ARFIELD Electrical Supply Co., 
Inc., is on the move—again. Four 
years ago (EW—Appril 54, p. 52) 
this New York distributor opened a 
branch and moved much of its stock 
and personnel to White Plains. Now, 
it’s finishing the job: the New York 
operation will be closed and the 
White Plains operation will be ex- 
panded from its branch status 
Reason for the move, says Vice 
President Lester Cowen, was “exces- 
sive overhead in our old location.” 
Cowen says that “a single freight 
elevator, which is all had in our 
New York operation, wasn’t enough 
to service four floors quickly. The 
cost of handling was just too high.” 
Volume—“We the 
Cowen, “knowing we'd 
great volume of 
the New York City 
hope to ser south 


from as tar away as 


we 


e Lose made 


move,” says 
business in 
area. We couldn't 
Manhattan cus- 
White 


lose a 


VILCG 
tomers 
Plains.” 


supply shelves in the extension. “We 
have five carpenters doing the ‘wood- 
work’ but we have them doing it at 
night so it doesn’t interfere with stock- 
ing during the day,” says Cowen. 

Cowen believes that “everything 
must be in its right place” to avoid 
confusion. He contends that if stock 
got too far ahead of shelf space — 
chaos would result. “We make sure 
the building stays at least two days 
ahead of the stocking,” he comments. 
e Wooden Racks—To facilitate 
stocking in the extension, the firm 
has employed wooden racks. “They 
can withstand a lot of weight,” says 
Cowen, “and besides that, they’re less 
expensive than metal Also, 
they're more flexible since they’re 
not attached to the floor and can al- 
ways be used for salvage.” 

Another the operation 
which is being moved to White Plains 
is the billing department. Previously, 
all billing was handled in the New 


ones. 


phase of 





To help you 
sell more 
MURRAY “MP” 
breakers and 
load centers 





This 4-page announcement 

ad appears this month 

in ELECTRICAL CONSTRUCTION 
and MAINTENANCE 


and in following months, 
hard-selling advertising 


like this will also appear in 


QUALIFIED CONTRACTOR 
CONTRACTORS’ 





ELECTRICAL 
EQUIPMENT 


ELECTRICAL SOUTH 


NEW ENGLAND ELECTRICAL NEWS 
CHICAGO ELECTRICAL NEWS 
ELECTRICAL WEST 


York operation 
e Prior Move 


ports 


e But Keep Profit—As far as prof 
he adds, “we figure 
than 


14 months after 


Helped — Cowen re- 


it goes, though,’ 
factor that 


to be 


matter ol 


better off before. As a that a has made 
things easier in the present move, was 


fact, 12 o1 
we opened the new branch, it was the 1955 closing of a lower Man- 
doing enough business to be self- hattan branch in which Garfield 
sustaining. After that, new business shifted the stock to its upper Man- 
. ” hattan location. “That taught us,” he 
‘ < ? < V « < « . « < — ® c 7 
——e Read all about it! And stock 


This most recent says, “to not just move your supplies 
way the day after but to accommodate them as they | upnowon MURRAY “MP’s’’!.. 
world’s first competitively 





move got under- 
New Year's and 
will be com- 
Two company 


Cowen is hopeful it come in, according to a definite sys- 
pleted within 45 days tem. You just can’t stockpile blindly,” 
trucks, each hauling five loads a day, he adds. “You have to take into con- 
are doing the job. - sideration such things as maneuvera- 
e New Addition—To make room _ bility and aisle space.” 

for the new stock, the firm added a The White Plains operation is situ- 
5,200-sq ft extension, which connects ated on Tarrytown Road, a fast-de- 


priced, fully magnetic 
circuit breaker line. 


Your Murray representative will be in 
to see you soon — or write direct to: 


the main building with a warehouse, 
used solely for storing conduit. As 
part of a split-level operation, the 
new extension is situated directly be- 
low commercial store space, which 
will be rented out. 

The moving operation has been 
coordinated with the construction of 


68 


veloping thoroughfare. Garfield, with 
its 150-ft front, occupies a position 
that passersby would have a hard time 
missing. 
¢ New Source—Cowen looks for 
increased business when the now- 
under-construction Cross Westchester 
Continued on page 114 


Murray Manufacturing Corporation 
1250 Atlantic Ave., Brooklyn 16, N. Y. 


N 
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Circuit 
Breaker 
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MURRAY MFG. ¢ 
& LBROOKLYN 13. N.Y. 
- ee ees: meee _* ee 


never before such complete circuit protection in 
a competitively priced, plug-in type breaker 


\ 

My \J 

Ke 

ig ~ oR 
ee 


se 








He Competitively Priced! | 


MURRAY FULLY MAGNETIC 


PLUG-IN CIRCUIT BREAKER 
NOW AVAILABLE AT 
COMPETITIVE PRICES 


best of circuit | 


in cost. 


Examine the ection 
ffered by the “ der its many 
advantages ee why “M breakers are 
superior performance t { 


easier to sell for b 
tics of the original Murra) 
vaker, the new “MP”’ allows 


» offer homeowner custome 


aler and con- 
mag tractor alike 
con- “MP” breaker 


tne wholesaler’s Ask for ther 


Fully magnetic inaffected by heat 


= 
“MP” 
on 
mplete protection at all degrees of overload j ‘ ‘ 


No nuisance tripping 


( 


A 


| “a BREAKERS AND 
No derating ever needed ‘ 3 - LOAD CENTERS — 
No waiting to reset F ae 


2 For ¢ 
Minimum callbacks maximun re 








SMPARISON OF EFFECT | 
ON RATING OF 

: : P , AMBIENT TEMPERATURE 

Of all competitively priced, plug-in type breakers... ' FULLY MAGNET 


vs 
THERMAL MAGNETIC 


i || FULLY MAGNETIC | 
at Tt 


THERMAL MAGNETK 
] BREAKER 


RATIN 





ONLY THE 
OFFERS THIS 5-POINT 
CIRCUIT PROTECTION 





PERCENT NORMA 














ee 


5 AMPERE FULLY 
MAGNETIC BREAKER 


Carry full rated load at all times! 
MF breaker wr nd y tome ’ r ~ + — ate 





x } 
AMPERE © 





Never trip unnecessarily! 


+} RAL 
v 


. = 


* trir 


‘ 


normal id 


wire an satety Carry 


Give positive action on moderate 
reakers are designed ft ve instantaneou 
MERMAL AND THERMAL-MAGNETI CIRCUIT OREAKER 


Act instantly on short circuits! W! 
ma arr Jangerous overload a DIT Tt 


Reset immediately without waiting! A jiately af 


avs jily ¢ ere 


~~ akan BEATOMWING Tnat 


OPERATING AMD RELATCHING CHARACTERISTICS OF 


immediately and will remain closed wit! mova angerous con FULLY MAGMENC CIRCUT BREAKERS 


Chart D 











of 





=) 


“NMP” load centers 
backs new breaker 





from 2 to 42 circuits 

competitively priced 

famous Murray easy-to-wire features 
raintight boxes 

surface and flush mountings 


split bus 





alternate polarity 


agé “Quality doesn’t cost...it pays! 
MURRAY MANUFACTURING CORPORATION 
1250 Atlantic Avenue, Brooklyn 16, N.Y. 
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| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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Send today for this booklet 





Gives complete descriptive 
material on new “MP” line 











ABOLITE’S MODERN AIR-SWEPT DESIGN 
reduces maintenance costs on high and medium bay insta//ations 


Air circulating through Abolite fixtures with slotted neck or uplight Write for 
design are swept clean of dulling dust. Maintenance costs are kept FREE Brochure 
down to a bare minimum oo — 


NEW UPLIGHT FIXTURES FOR HIGH BAY 

Abolite’s uplight fixtures direct a portion of the light upward, eliminate 

sharp contrasts and glare by washing out deep background shadows 

Abolite has the right fixture for every high or medium bay installation 

—both Alzak aluminum and porcelain enamel fixtures for all type 400 je ee ee 
and 1000 watt mercury lamps; and for 300-1500 watt incandescent lamps 
ABOLITE 

LIGHTING DIVISION 


Jones Metal Products Co 
West Lafayette, Ohio 


Gentlemen 

Please send me your brochure 
and Mercury fixtures for Industr 
of course 


LITE 
ny 


THE JONES METAL PRODUCTS COMPANY 
West Lafayette, Ohio 


Name 
Address 


City 
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‘s and mechanically conn, me 
fhrough mountin m 
. ynd qhe 9 Strap ony : 


Cat. +1793 


DED 


674 POLAR ZED, 3 WIRE, GROUN 


Ks 
- ist oe 


1673 POLARIZED, 3 WIRE ( 


1820 


New! T&B floor box receptacle 


MATCHES YOUR CIRCUIT WIRING 
AND THE PLUG ON YOUR EQUIPMENT 


which requires a change in receptacles. 


Here's a convenient money saver from T&B.. . 
designed to make the use of many types of recep- 
tacles easier and more readily available. T&B recep- 
tacles (there’s one for every need ) fit all T&B floor 
boxes see 
of minutes should you later install equipment 


LOOK FOR THE SIGN — 


)) 


Rea F ee P 


The c 


ENGINEERED 


and they can be changed in a matter 


line of T & B fittings for co 
t holesalers. It’s our 


al source 


For full information on T&B floor boxes and 
receptacles, contact your T&B distributor today — 
he will show you how to save money on installed 
costs, save time, and safety-ize your job with T&B 


floor box receptacle combinations. 


1T’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 


nductors and raceways is sold only by 
ay of assuring you the service and 


Call him w all your electrical nee 


QUFC 


THE THOMAS & BETTS co. 


INCORPORATED 


20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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jrom MINE 


ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 


One way to consistently turn out quality products is to control 
manufacture from beginning to end. Circle does. From Cerro de 
Pasco’s own mines and smelters high in the Peruvian Andes come 
the refined copper, lead and zinc that go into Circle wire and cable. 


At Circle’s huge plants, these bars are converted into one of the 
country’s broadest lines of quality building wire and cable. Strict 
controls insure that every foot of wire and cable is as perfect as can 
be before shipment to a vast country-wide network of distributors. 

Quality line, ample stocks, all-out service: these are why more and 
more contractors agree that working through a Circle distributor is 
their best assurance of adequate, available supplies. Next time you 
need wire or cable, say Circle — many other satisfied contractors do 


WIRE & CABLE 


a subsidiary of 
Cerro ve Pasco Corporation 
PLANTS: Maspeth and Hicksville, N. Y SALES OFFICES: In all principal cities 


RUBBER COVERED WIRES & CABLES © VARNISHED CAMBRIC CABLES © PLASTIC INSULATED CABLES 
NEOPRENE SHEATHED CABLES © ‘“‘CIRTUBE” EMT 











HEADING UP A PARADE OF NEW STAB-LOK ADVANCES... 


Sati i ess 
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30 amps" 
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eaker Line on the Market 


... ratings from 15 through 10 amperes! 


Now it’s the most complete 3-pole breaker dependability that ha 

line within its frame size — but even this most widely used cirs 

is only the beginning! Its range of ratings Equipped with “sing] 

is earmarked for even greater expansion to normally found only or 
Zive vou a 3-pole breaker line unmatched sive molded case breake1 
anywhere for its completeness. Using the Stab-lok circuit breaker can 


millions-tested Stab-lok metal heart, this any 3-phase, sequenced 


new breaker brings to 3-pole applications the NALP Panelboard 


MOTOR CIRCUIT APPLIC 


FOR USE IN NAILP LIGHTING AND NEW 3-POLE DELTA BREAKER — Specifically EXCLUSIVE “SNAP-IN” LOCKING HASP 
POWER PANELBOARDS -3-pole Stab designed for 3-phase, 4-wire Delta appli nply with codes requiring : 

lok makes it possible to use inexper cations where a 3-phase motor circuit is locking a motor cir t 

sive Stab-lok loadcenters (NS412 required. This new Breaker now makes it Stab-lok breaker bring 

or NS418) or NALP Panelboards as possible to combine 3-phase motor and in” type hasp ever deve 

power panels or combination power lighting loads in a standard “dual-rated” pose. This uniqu of lo 
and lighting panels for 3-phase or Stab-lok single-phase panel. Rated from 15 also be used for sealing or for a “| 
3-phase, 4-wire applications through 40 amps, 240 v.A.( screw when used on clock circuits 


que ethod of 


For complete details, write: 


Federal Pacific Electric Company, 50 Paris Street, Newark 1. N. J. 


FEDERAL GB PaciFic 


Better Products to Control Electricity 





Headed your way... 


DIEHL 1958 'ranoRAMA’ 


16 Models=Made to fit any need=any budget 



































DIEHL—the complete line for °58 gives you a fan custom 
built to the cooling requirements of any prospective cus- 
tomer. High quality construction throughout is backed by 
a 5 year guarantee against manufacturing defects. Selling 
features in each model are designed to increase customer 
satisfaction ... and dealer profits. 
Get in touch with DIEHL before you make 
your 1958 fan commitments. 

Ask your distributor for the new 1958 Diehl Fan Catalog. 
16 full-color pages show the most complete, quality-built 
line of fans and ventilators. 











Five year guarantee against manufacturing defects 


DIEHL MANUFACTURING COMPANY 


Electrical Division of THE SINGER MANUFACTURING COMPANY 
Finderne Plant, SOMERVILLE, NEW JERSEY 


Baltimore * Chamblee, Ga. * Charlotte, N.C. * Chicago * Cincinnati * Cleveland * Milwaukee * Needham, Mass. * New York * Los Angeles * Philadelphia * Pittsburgh * Syracuse 
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WHEREVER vou are... 


cxmnss. coon ecnenianee | 


There’s a fully-stocked and expertly staffed General Cable Distributing Center 
conveniently near every General Cable Authorized Distributor. 50 Distributing 

Centers are now strategically located in every part of the country. Inventory is maintained 
for your orders, to save you time and money: you get fast delivery from 

nearby General Cable stocks, save your own warehouse space 

and inventory costs. Wire and cable specialists are ready to give you 

technical aid whenever you need it... and they’re in constant 

touch with the latest developments at the General Cable 

Research Laboratories. General Cable backs you up all the 

way down the line... with service and quality 


GENERAL CABLE CORPORATION New General Cable Distributing Center at 
420 Lexington Avenue, New York 16, N.Y Columbus, Ohio 
Offices and Distributing Centers Coast-to-Coast 


for quality and service... GENERAL 
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SAVES TIME TO INSTALL 


...and here’s why 


°* CONCENTRIC KNOCKOUTS 
rolsM ie) oMelileM olelirelii 
BASE OPEN 
ON THREE SIDES e, 
for quicker, easier 


10 lere] 10 \@) 82) 40) wiring — 
WRAPAROUND COVER |. WIRING CHANNEL 
contains contact : . i e for through. wires 
mechanism — nothing JUMPER ¢,, - * 
¢ can interfere with simplifies wiring 
: Hil-maeliliclary 


BAKELITE MOLDING 
* protects mechanism , 
MATCHING RIBS Te mee* OFFSET PADS 
and notches make 2 e é % for mounting on 
wrong mounting of .° \} 8 irregular surfaces 


. cover impossible i ‘ , 
eg 4 > ; 2 4 
Oe. 


LARGE TERMINALS f 

front connected and a 

clearly marked HEAVY, PRESSED 
STEEL BASE 


Mpeacccesser® PUSH BUTTONS 
can be turned 90 
s ol am alelabdelatiol €; 
mounting 


* 8 8 ee. RETAINED SCREWS weceee ae 
cannot fall out «**** 





: 


Available in one, two, or Furnished as a selector switch that can be 
three buttons. Also, two changed from 2-position to 3-position (or vice 
buttons with pilot light. versa) as shown above .. . in just 30 seconds! 


ALLEN-BRADLEY 








a BULLETIN 800 STANDARD DUTY 
PUSH BUTTONS AND SELECTOR SWITCHES 


Allen-Bradley Co., 106 W. Greenfield Ave., Milwaukee 4, Wis. * In Canada: Allen-Bradley Canada Ltd., Galt, Ont. 
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Incandescent 


Bi-Pin and 
Single-Pin 
Fluorescent 


All 4 offer more light—-save more money 
because Sylvania puts the reflector inside 


Regardless of your customers’ lighting 
requirements—there’s a Sylvania reflec- 
tor lamp that can help reduce lighting 
costs. 

Sylvania reflector lamps give more us- 
able light without increasing power costs. 
They eliminate frequent, costly reflector 
and fixture cleaning expense. They give 
a higher degree of efficiency because 
light-dimming dirt, dust and grime can’t 
affect the sealed-in reflector 

Sylvania reflector lamps are available 
in all 3 major lamp types: 

Mercury Vapor (KS-HI)—a 
highly efficient 400 w. Silver-White lamp 
that combines the advantages of an in- 

ternal reflector lamp with 


the economies of 


LIGHTING . RADIO 
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mercury vapor lighting. Its 23,000 lumens 
represent an important increase of over 
20°, in light output compared to other 
types of mercury vapor lamps of the 
Same wattage. 
Fluorescent— Sy!vania’s Reflector 
Fluorescent Lamps offer up to 60 
more directed, usable light. Available 
in single-pin and bi-pin types, they are 
made in a broad range of colors and 
sizes. They are particularly suited for 
industrial lighting, for bare-lamp strip 
lighting, and directed light in store win- 
dows, coves, valances, etc. 
Incandescent Sylvania Incan- 
descent Reflector and Projector Lamps 
are available in “spot” and “flood” types. 
“Spots” concentrate a beam of high in- 


tensity, while “floods” give a wider, more 
diffused beam. Reflector lamps are suit- 
able for high-bay industrial lighting, and 
close visual assembly work, parking 
areas, etc. Projector lamps are better for 
area floodlighting and general outdoor 
applications, or for interior industrial 
auxiliary lighting and many commercial 


applications 


. 


Demonstrate the dollars-and-cents ad- 
vantages of high-efficiency reflector lamp 
lighting to your customers. For informa- 
tion, write to 
A EL 
ghting D 


60 Bostor 


SYLVANIA V¥ 


... the fastest growing name in sight! 


TELEVISION 


ATOMIC ENERGY 








COST CUTTING 
TIME SAVING 


electrical fittings from Blackhawk 


i JUST SLIP IT ON 


Installation of the exclusive Blackhawk slip- 
fitter service entrance head is easier and faster. 
There are no threads to cut, no extra clamping 
devices to use. Just slip it on over the conduit 
and tighten two set screws. It’s that fast... 
that simple. Contractors have reported saving 
$5 to $10 per installation with the Blackhawk 
slip-fitter service entrance head. 


Pat. applied for. 


Available in a full 
range of sizes from 


/,"* 


through 4", 


——/ 


Installed in seconds. Blackhawk 
one piece box support is in- 
serted all at once. Tabs are 


Snap! It’s on to stay. Blackhawk 
snap strap has the exclusive 
“hold bump.” Ribbed bracket 





ae 
ackhawk*” 


Jesestries 


adds to the snap, provides rigid 
contact support of the conduit. 


Pat. applied for. 


bent around wall edge and the 
box support is ready to receive 
the switch box. After insertion 
of switch box, tabs are bent to 
inside, holding the box firmly. 


Patent No. 2518912 


Specify B-/ when you buy 


BLACKHAWK INDUSTRIES 
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Specify PHELPS DODGE 
HABIRITE-INSULATED 


Phelps Dodge Armo-Lok cable with Habi- 
rite (butyl rubber) insulation—a companion 
to Phelps Dodge Varnished Cambric insu- 
lated interlocked armor cable—is more than 
*‘just another interlocked armor cable.” 


Habirite —developed through years of Phelps 
Dodge experience in the design and manufac- 
ture of high voltage cables —is a specially 
engineered butyl rubber compound. It far 
surpasses any other type of rubber insulation 


for dependable service. 


Habirite offers these distinct advantages 
over other rubber insulations: 


Far greater resistance to heat and oxidation 
with consequent higher temperature rating 


and lower conductor size and cable cost. 


PHELPS DODGE 


CORPORATION 


CABLE 


Far greater resistance to ozone found 


around high voltage equipment. 
Far greater mechanical toughness. 


Better electrical properties affording a 


greater safety factor in operation. 


Highest uniformity due to controlled uni- 


formity of raw material. 
* * * 


See your Phelps Dodge distributor for infor- 
mation on a complete Armo-Lok system. For 
catalogue and specification data on Habirite 
or Varnished Cambric insulated Armo-Lok 
cable, write: Dept. EW-6, Phelps Dodge Copper 
Products Corporation, 300 Park Avenue, 


New York 22, N. Y. 


PRODUCTS 


SALES OFFICES: Atlanto, Birmingham, Ala., Boston, Buffol 


Detroit, Fort Wayne, Greensbore 


N. C., Houston, Jocks 


Minneapolis, New Orleans, New York, Philadelphia, Pittsbu gh 


Son Francisco, St. Lo 
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vis, Seattle, Washington, D. 





20™ FLUORESCENT ANNIVERSARY ANNOUNCEMENT 


yhors”, General Electric’s W. C. Martyny developed the process that 


tart . - more light throughout the ng life of the G-F lamps 


This new General Electric Bonus Phosphor 





gives your G-E Fluorescent Lamp customers 


i to 9% more light... at no added cost! 


way to throw out the small 10-watt and new Power-Groove 
ticles and Save justi in all ae fluorescent lamp type S 
et even Bonus Phosphor” Sales Kit 
] 


General Electric Large Lamp Salesmar 


20 


os ee eR 
+} j ae oe 
1elr Ve | np pul SCS ¢ eh Rien é ay ser 
sr , ap 1938 
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Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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are more compact and heavier 
tion under more severe loads, while being 1 


Only seven sizes accommodate 


FEATURES: Rugged construction 
Made of high conductivity copper alloy 
Suitable for all purposes 
Variable, each connector takes wide range 
Exceptionally compact 


Reusable 


Write for detailed information and prices! 


t 
( 


YDOSSERT MFG. CORP. 


Lb a df 249 Huron Street, Brooklyn 22, N.Y. Representatives in all principal cities 


TECHNICAL 
KNOW-HOW 
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Why more 

and more 

alert distributors 
are handling 

the complete 


CLARK LINE! 


a 


CLARK Type “DM” 
Limit Switches 


CLARK Bulletin 141 


Reversing 
Drum Switches 


Every CLARK Product builds customer 
good will and repeat business 


Take, for example, the two Contrpl Devices illustrated 
above. Like Clark Type “CY” Starters and Type “PM” 
Relays, they have many extra design features that mean 
more dependable performance and longer life—and more 
satisfied customers. 

Clark Type “DM” Machine Limit Switches are available 
with mounting arrangements and sizes and types of oper 
ating levers to meet all requirements. Enclosed in heavy 
die-cast case, electrical and mechanical components are 
completely isolated. Nylon rollers and latch parts assure 
smoother, more positive action and less wear. All springs 


1 for “fail ” operation. 


With the Clark Line you havea 
Control Specialist on your staff 


Always available for help in 
selecting and applying the 
proper controls, CLARK fac- 
tory-trained field men not only 
jive you the benefit of their 
own “know-how”, but can call 

specialized experts in our 
home office for unusually 


complex jobs. 


Clark Type PR and Type IR (instant reversing) drum 
switches provide full voltage manual starting and reversing 
f small single phase, polyphase and direct current motors. 
They may also be used for manual non-reversing starting 
ind speed changing of three-phase, two-speed, two-winding 
motors. Both types are engineered to meet Clark’s character- 
istic high standards of dependable, long-life performance. 


n as a distributor of quality 
in your line, 


If your aim is to build a reputati 
products, Clark control equipment belongs 


Three of the many other outstanding 
Products in the CLARK line 


CLARK-American 
Service Entrance 
Equipment 


CLARK Type “CY” 
AC Motor Starters 
Sizes 0-4 


CLARK Type “PM” 
Relays 
2-12 poles 


f\ l f} For more information drop a line to our Manager of Merchandise Sales 


jee CLARK (@) CONTROLLER Company 


Everything Under Control 


UyfU 


\ 
IN CANADA: CANADIAN CONTROLLERS, LIMITED . 


86 


1146 East 152nd Street . e 


Cleveland 10, Ohio 


MAIN OFFICES AND PLANT, TORONTO 
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CRESCER 


INTERLOCKED ARMOR POWER CABLE 
































i, 
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GIVES YOU SPEED and ECONOMY 
OF INSTALLATION 


ea 





fe, 


fo if feos fom stalfes foo Fo 


MQW) 
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You get HIGHER 


VO ACSR 
HOLE 


Vy 


| 


QQ WW.» 


WKF 


KR 


DW. KK 


Yam 
| 


6 SOLID 
HOLE 


FIRST! Printed (not indented) 
permanent COLOR CODING 
is easier to read—makes 

size identification positive 
and quick. 


FIRST! Aluminum Sensitized 
Tape seals the Blackburn 
Sleeve's ends. Easy to 
puncture... and, if a particle 
of the seal is pushed into 

the chamber, it is conductive 


FIRST! Each Blackburn Sleeve 
contains the superior Black- 
burn inhibitor, Contox, in 
measured amount. Won't 
squirt out on glove or in face. 


| oN 


I 


2 INKS 
LIVE BETIER NS 


“Cornice 


CONDUCTIVITY 


with 


BLACKBURN 


SERVICE ENTRANCE SLEEVES 


because Blackburn...and Blackburn alone ... provides 


GREATER CONTACT AREA 


where needed 


Hole Depth Increases With Size of Conductor... thereby providing 
more contact area for the conductors being connected. < 





WIRE SIZE 
ACSR AWG 


Ss | 8 sol — 10s 


| HOLE DEPTH 
IN_ INCHES 
.820 
.840 
4sol— 6 .860 
2sol— 4 925 
] 2 
1 


COLOR CODE 








6sol— 8 


sol — 1.010 
O str 1.185 








The center stop in a Blackburn Sleeve is a solid barrier that assures proper distribution 
of the inhibitor around the conductors. 


Conductivity of Connection PROVED GREATER Than Equivalent 
Length of The Conductors Being Connected. 
TYPICAL CURRENT CYCLING TEST 


aeeel) 


+ 
‘’” Diameter Sleeve 
-=— ¢ - se - + - 


T ? 


%” Diameter Sleeve 


4 


a 





A series of typical current 
cycling tests were conducted 
with both 2” x ¥"’ diam- 
eter BLACKBURN Sleeves. 
Note the lower resistance 
of Blackburn Sleeves as 
compared to the equivalent 
length of cable without 
any sleeve, 








MiICROHMS) 
' 
' 
i 
! 
i 


— +———__+___} 





RESISTANCE 


200 300 400 
NO. OF CYCLES 
Test Conditions 
Wire: 2 ACSR to 4 stranded copper 
Current: 190 Amperes 
Cycle: 2 Hrs. “On” 1 Hr,"“Off" 


Length of Connection: 24 inches 
Curves represent an average of five tests 
Resistance of equivalent length of wire: 527 Microhms 


JASPER BLACKBURN CORPORATION, 1525 Woodson Rd., St. Louis 14, Mo. « WYdown 3-9430 





Cash Discounts (cont. from page 45) 





Reasons for Uni 


(Brown Comments 
period would result and would greatly relieve the strain 
which has been placed on their capital structures by the 
investment they have today in ‘slow but good’ accounts 

“Another benefit would be that of closer credit control 
on accounts receivable at both manufacturing and dis- 
tribution levels. Surely if a 5% cash discount were ap- 
plicable to all purchases, the failure of any firm to avail 
itself of that discount would be a warning signal. 

“Perhaps even overshadowing the tangible financial 
benefits are those which would result from the tremen- 
dous savings to be realized by the entire industry through 
reduction of clerical costs. With terms in the industry 
ranging from net through the gamut to 5%, there is a 
staggering cost involved in checking and computing cash 
discounts on supplier’s invoices, quotations and billings 
to customers. Added to this are the losses resulting from 
errors in struggling with and computing cash discounts 
which errors are the direct result of and are concealed in 
a maze of varying percentages. 


continued) 


Says Howard Herron, Midland Electric Co., Cleveland, 
Ohio. 

A uniform cash discount would simplify the whole bill- 
ing process. Then the distributor could give the same dis- 
count on all material sold. He feels this would help the 
industry, since the customer would know what to expect 
no matter where he went to buy 

A straight 2% is O.K. with him. 


Says H. L. Wilson, Thompson-Wilson Co., Atlanta, Ga. 

Believes a uniform cash discount would simplify ac- 
counting. Believes prices should be raised and cash dis- 
counts increased says this “would make the money 
flow faster.” Wants 5%. 


Says Seymour Brown, American Wholesale Electric Co., 
Los Angeles, Calif. 

“Uniformity would save money on bookkeeping, and 
if the uniform cash discount were high enough, it would 
be possible to maintain the psychological advantage that 
the customer stands to lose money if his payments aren’t 
prompt. And it would have to be high enough to com- 
pensate the customer for releasing his money. For in- 
stance, we never take 42% or 1% cash discount because 
we feel our money is worth more than that. 

“If there were uniformity, I'd like to see it at about 
3%, 15th of the month prox. Of course, ’'m reluctant to 
see those that are now 5% drop down to 3%, but prob- 
ably even this differential would be saved in bookkeeping 
costs.” 


Says J. M. Vilett, Northland Electric Supply Co., Minn- 
eapolis, Minn. 

“If the 5% cash discount is unfortunately gone, 2% 
15th prox will be next best. However, it should include 
all manufacturers and all manufacturers’ products. The 
42 of 1% and the 1% cash discount must be raised to 
2% 15th prox. The distributor will still collect his bills on 
the basis of the 10th prox, but will pay his bills on 
the basis of the 15th prox. 

“This will give the distributor time to get in some of 
his money outstanding and to process the manufac- 
turers’ invoices for payment on the 15th of the month 
Manufacturers’ resale sheets should show 2% 10th prox 
Distributors’ cost sheets should show 2% 15th prox.” 
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formity Repeated 


Says Hal Boger, State Electric Supply Co., Oakland, 


Calif. 

A uniform cash discount from all manufacturers wouk 
be a definite advantage to the distributor for several 
reasons. In the first place, it would reduce 
doing business. He would be able to apply 2 or what 
ever the discount is to all invoices without the tedious 
ind costly time spent in going through each of the tn 
voices to pick out item by item the goods w hich get 
discount, those that don't get discount, and how much 
each one gets. It is the standard practice to pass on th 
cash d scount to the contractor-industrial customer there 


t elaborate 


fore, presently it is necessary to go thre 

and costly accounting procedure to figul ut item 

item how much and where the d unt can be passed on 
Boger feels that 5% would be an ideal cash discount, 


SCOUNT € } 


but he thinks that the distributors would settle for be 
tween and 3 and 4%. He feels that the discount should 
be higher than the 2 which is normally considered. His 


reasons are these: with the interest rate go ing up ther 
less spread between what a contractor or a distributor 
can save through taking his cash discount and what 
hill 

il 


costs him to borrow the money to pay the 


Boger points out that manufacturers and distributors 
should take into consideration this important fact about 
cash discounts: “The cash discount is a collection tool, 
and only a collection tool.” If the manufacturer or dis 
tributor needs more money for his products he gets it 
reducing the 


} 
ny 


increasing the price, not by eliminating o1 
cash discount 
Says Fred H. Dendy, Electrical Wholesalers, Inc.., 
Atlanta, Ga. 

“Yes, a uniform cash discount certainly would be 
beneficial to the wholesaler. It would simplify prepal 
tion of the invoice.” Wants between 2 and 3° —*“that’s 


what it averages now. 


Says Charles Martin, Gilson Supply Co., Oakland, Calif. 
He is completely in favor of a uniform cash discount 

being extended by manufacturers to their distributors 
The value of the cash discount 1 collection tool 

and as a factor in the profit structure of the distributor- 

ship is emphasized by Martin. He points out that for many 

distributors the ability to take cash disc« rey 

a considerable part of their profits 

Martin definitely believes that the uniform cash dis- 
count should be 5%. He points out that this sizable dis 
count would encourage the distributor to make prompt 
collections from his contractors. And that in doing so it 
would make the distributor stronger financially; he would 
have less accounts receivable and would be taking less of 
a gamble in having contractors riding a period of time on 
their credit. 

Martin throws in this thought: he feels that not only 
should the cash discount be 5°, but that it should be on 
15th prox. He feels that this arrangement would enable 
the distributor to make his billing contractor billings on 
10th prox and have a chance to collect a reasonable 
amount of his money before he is obligated to pay the 
manufacturer. He feels this would be extremely impor 
tant to the economic stability of the distributor business 
particularly during this period of high interest rates and 


short money 


(More 





MODEL 


Soo 


RECEPTACLE 


seconds to wire 


One-Hand Split-Second 
Wire Release Without 
Special Tools 


THE SLATER #800 push-wire re 
ceptacle can be installed 2 minutes 
faster than screw terminal types. 
That means extra profit! Patented 
side release leaves wires straight, 
clean, ready to rewire. 


ASK YOUR WHOLESALER OR WRITE 
THE PLANT FOR INFORMATION ON THI 
SLATER #800 RECEPTACLI 


PAT. 2,795.677 


Slater 


Lifetime Wiring Devices 


SEA CLIFF AVENUE * GLEN COVE, NEW YORK 
ORIOLE 6-1100 


WHAT'S HAPPENING IN WASHINGTON 





® Appliances and Housing — New FHA rules for evaluating 


mortgage insurance applications encourage inclusion of more and 
better equipment in the basic mortgage loan. The agency’s 75 field 
offices have been instructed to adopt the more liberal standards for 
judging mortgage credit risks. 

Specifically, the new rules direct the field offices to look with 
favor on completely equipped kitchens, adequate wiring and long- 
warranty electrical equipment in houses costing more than $12,000. 
Similarly, built-in air conditioning is to be accepted as desirable for 
houses above $15,000. 

In a letter to its field directors, FHA points out that putting all 
the kitchen equipment into the basic mortgage is likely to improve 
the credit risk. If range, refrigerator, dish washer, garbage disposal 
unit and similar items are not included, the home buyer probably 
will purchase them on a short-term payment plan that is more 
damaging to his credit position. 

Likewise, the added cost of quality equipment is regarded as 
desirable because this investment will lower the home owner’s ex- 
penses for maintenance and operation of the house 

In the same way, FHA says that savings resulting from air con- 
ditioning can be expected to more than offset the added cost of 
operating a compressor during the cooling season. And, the letter 
noted, any house that is not air conditioned will probably be obsoles- 
cent within a few years, so FHA should start encouraging inclusion 
of air conditioning. 

Commissioner Norman Mason has been preaching these more 
liberal credit rules for a year. The FHA letter aims to bring all field 
offices up to the same level in judging credit risks on new mortgage 
applications. Offices that had not already adopted the new standards 
are now revising their local rules. 

Overall, the purpose of the liberalized credit philosophy is to en- 
courage a higher standard of housing and the investment of a reason- 
able proportion of family income in a home, particularly as income 
increases. As a suggestion, FHA believes more families can afford 
payments for housing expense up to one-third of the first $3,000 of 
after-tax family income, plus one-fifth of such income above this 
figure. On this basis, an after-tax income of $5,300 could generally 
support a mortgage of $12,000, the agency says 


Housing Is Being Pushed—The administration is putting 
some more of its support into the housing market. Reason: to prime 
the economic pump in the hopes of bringing an end to the business 
decline—and help turn business back on the road to expansion and 
growth. Right now, the official line is that a turn-around is expected 
by early fall. 

The hopes of the administration rest mainly on the new defense 
spending programs for missiles and space projects designed to help 
who control Congress aren’t as sure as the administration that an 
upturn is ahead. 

The outlook for a long list of industries, published by the Com- 
merce Department, actually isn’t as bright as the official line being 
put out from the White House. Interviews with top executives show 
some industries seeing good business ahead; many of those who see 
things turning up are counting on the lift from defense orders. 


Ike Talks but Fed Acts —tThe Eisenhower messages to Con- 
gress might be less optimistic if they were being written today instead 
of early last month. Evidence: The Federal Reserve Board, in cutting 
the discount rate late last month, didn’t wait to see if administration 
spending policy would bolster business confidence before easing 
credit 
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LX Sheath is limited only 


...an entirely new closed system that gives 


incomparable benefits in all types of cable installations 


Simplex C-L-X is a Continuous Light- 
weight eXterior metallic sheath that is im- 
pervious to gases, chemicals and water. lis 
unique construction gives it a combination 
of properties that is unmatched by any cable 
system now manufactured in the United 
States. 

C-L-X provides a completely sealed con- 
duit with “built-in” cable. C-L-X com- 
bines all the advantages of lead sheathed and 
interlocked armored cables. In addition, it 
has its own intrinsic qualities of great 
strength with extremely light weight. It is 
suitable for installation in trays or by 


Z, im wren S 


“Corer 


clamps. C-L-X can be used aerially or buried 
directly in the ground. Its pliability permits 
ease of installation. 

For more than a decade, this type of cable 
protection has given exceptional service in 
European installations. Now, Simplex en- 
gineering has adapted C-L-X so that its scope 
of industrial applications is practically un- 
limited for modern American installations. It 
is unequalled in situations where imperme- 
ability and durability are important. 

Like all Simplex products, C-L-X is en- 
gineered for lasting quality and, therefore, 
dependability. Write for specific product data. 


*(Continuous Lightweight eXterior, pronounced “Sealex 


WIRE & CABLE 


Ca a. Fh 4 


79 SIDNEY STREET, CAMBRIDGE 39, MASS. 


“the American manufacturers of transoceanic telephone cables’’ 
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BUSINESS INDEX for November 1957* 
NATIONAL PICTURE: 


947-49=100% re oa. 4 oo oe, 1947-49=100% - 








- 
r— 240 























ESTIMATEL 





Sasececapeseusenusenee 




















% CHANGE 
Nov. 1957 Nov Nov. 1955 v. 1954 1957 from 1956* 


Sales , 162 151 135 | 
Inventory i. em 149 14] 134 —— 


REGIONAL PICTURE: SALES INVENTORY 


(% Change (% Change) 





Er-—s > Fre From 1957 From From 


Nov. 1956 From 1956** Oct. 1957 Nov. 1956 


NEW ENGLAND lo 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


*For electrical apparat pr > 
¥- Cen Bureau recommends the gures not be regarded # 3' due ¢ 
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when ENVIRONMENT 
is an important factor... 


* 


Sheeity PYLE-NATIONAL COUPLINGS for flexible 


i ee RRS Shi RS 0 IES GE EE RET OH I, 


electrical connections... 


More and more engineers and maintenance men 
are analy zing the environment in which é lec trical snes titi Gacatnas eect diana 
equipment must operate before determining the rubber conduit. Grip cannot loosen—super-tight, super- 
type and make of couplings that are required to Cureble under ony emeust of continvers flexing. 
do the best job. And more and more they’re speci- aA. 
fying Pyle-National! 

Whether for a simple multi-conductor flexible ” 

. ° . ° j f ; ; f , 
cord connection, an installation in a hazardous CT Couplings for liquid-tight flexible conduit 
area or a constantly flexing conduit in a severe oil 
bath environment such as the one pictured above 
—there is a Pyle-National coupling for every 
application! 

PYLE-O-FLEX® for hazardous locations. Explosion proof 


REQUEST BULLETIN NO. 1236 — Gut igh—crbmanite 


Sold nationally through authorized distributors 
The PYLE-NATIONAL 
Company 


WHERE QUALITY IS TRADITIONAL 
1352 North Kostner Avenue, Chicago 5], Illinois 


DB Sealing Grip Couplings for flexible cords and cables 


(SRE Gs ORE. 


Branch Offices and Agents in Principal Cities of the U.S. and Canada e Canadian Agent: The Holden Co., ltd., Montreal « Ra 
national Railway Supply Co., 30 Church St., New York 7, N. Y. 31 Cory 3 £ 
ELECTRICAL CONNECTORS + PLUGS & RECEPTACLES + CIRCUIT CONTROLS + CONDUIT FITTING + LIGHTING FIXTURES + FLOODLIGHTS 


e Industrial Export Department: Rocke Inter t 


40th S ywew York 16, N, Y, 
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WHOLESALE PRICE INDEX 





Product 


. Ammeter 


. Television, 


(1947-49—100) 


. Copper, Wire, bare 

. Building Wire, type RH-RW 
. Non-metallic Sheathed Cable 
. Varnished Cambric Cable 
Flexible Cord type SJ 


Lighting Panelboard, fuse type 
Lighting Panelboard 
. Safety Switch, 2 pole, type A, 250-volts 

. Safety Switch, 3 pole, type C, 575 volts 
Air circuit breaker, 250 volts 

Power Panel, fuse type, 250 volts 

. Power Panel, circuit breaker type 

. Motor Control, a.c., 25-30 hp., 400-440 volts 
. Motor Control, a.c., 25-30 hp., 220 volts 
Motor Control, a.c., 50 hp., 440 volts 

. Motor Control, a.c., 75 hp., 440 volts 

. Motor Control, d.c., 110 hp., 239 volts 

. Renewable Cartridge Fuse, 250 volts 

. Non-renewable Cartridge Fuse, 600 volts 
Plug Fuse, 125 volts 


circuit breaker type 


combination starting switch 


non-renewable 


Motor, d.c., 1/6 hp., 115 volts 
Motor, a.c., 1/4 hp., 110-115 volts 
. Motor, a.c., 1/2 hp., 220-240 volts 
Moter, a.c., polyphase 3 hp., open sleeve bearing 
. Motor, a polyphase ball bearing 
. Motor, a polyphase 
Motor, a polyphase 
Motor, d.c., 5 hp 


induction 
nduction, 3 hr 
induction, 10 hp., open sleeve bearing 


induction, 10 hp ba 


bearing 


. Fan, under 12 


Fan, propeller type 
p F 


Drill, production 
Drill, production 
Saw, production 
Pliers, 6-i | 


Distribution Transformer 
. Distribution Transformer 


Dry Type Transformer 


Dry Cell Battery, flashlight 
. Dry Cell Battery, porta 
Dry Cell Battery, genera 


Voltmeter, portable type, 3'/2-6'/2 
portable type, 4-6'/2 inches 
W att-meter 


° 


for instrument tran forr 


automatic 
. lron, under 4 pound 


Toaster 


Cooking range 


. Washing Machine, nor 
. Washing Machine, aut 


. lroner table mode 


standard 
a 
_ 


lroner, portable mode 
upright 

. Vacuum Cleaner, tank 
Refrigerator, capacity 7.4-9.5 
. Home Freezer Chest, 8-12.4 cubic feet 
Water Heater, 52 gallon tank, 230 volts a 


. Vacuum Cleaner 


ibic feet and c 


. Radio, table mode! 

. Hi-Fi Phonograph, console 
. Radio, portable model 

. Television, table 
console mode 


mode! 


. Radio-television-phonograp! 


°%, changes are increases cated by minus sign. 


Dec. 1957 


128.0 
114.6 

78.2 
150.6 
134.0 


132.3 
139.1 
172.4 
180.5 
179.7 
143.5 
149.6 
184.6 
174.6 
199.0 
172.9 
191.4 
125.7 
126.3 
111.4 


174.5 
114.1 
110.4 
141.4 
140.1 
154.1 
156.8 
189.8 


121.8 
164.8 


Nov. 1957 % Change Dec. 1956 ‘% Change 


—19.5 
—23.0 
—15.8 
— 9.0 
—10.0 


159.0 
148.9 

92.9 
165.5 
148.8 


129.9 
136.3 
159.1 
168.7 
179.7 
143.8 
149.7 
177.6 
163.5 
189.6 
164.4 
181.8 
126.0 
127.9 
111.4 


ooososese9p9e9999 
ooooocoocooc*oeo°c°”[oo 
O-OMNMNSRODONSN— 
OWNWNOWO-NOO4-— 0 


173.3 
111.9 
118.5 
141.4 
140.1 
159.6 
157.2 
181.6 


| | 


xsowoogcneo 
mwvnoowo x 


116.8 
167.6 


123.1 
119.0 
103.1 
186.0 


145.0 


143.5 
134.7 
136.8 


149.3 
139.7 
156.4 


185.0 
179.8 
160.5 


112.3 
104.6 
119.7 
113.8 
108.4 
100.0 
89.9 
97.8 
96.2 


omoo0°co 
ooooo°ocococooc;”}]o 


oO 


oo-— 


97.5 
103.9 
93.0 
70.6 
70.4 
83.4 
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sress... 


A complete line 
of quality wires 
and cables 
including — 


ALARM AND 
SIGNAL WIRE 


ARMORED 
BUSHED CABLE 


CONTROL WIRES 
FIXTURE WIRE 


WIRES & FLEXIBLE CORD 
fo7.¥ -] 5 


FLEXIBLE CONDUIT 


s me 
\ 
me a 
| 
HEATER CORD 
MACHINE TOOL WIRE 


Expanded plant facilities assure fast service NEON SIGN CABLE 
on famous-for-quality Chester wires and cables ANNUNCIATOR CABLE 


OIL BURNER 
IGNITION CABLE 


The new ultra-modern Chester Cable Corporation plant is now in SWITCHBOARD WIRE 
full production on super-rugged extra-pliable Plasticote and Plasti- TELEPHONE WIRE 
cord wires and cables. These longer-lasting Chester conductors, 

plus nylon coated and teflon wrapped wires are available in standard THERMOSTAT CABLE 
types to meet every wiring requirement. When specifications in- TV LEAD-IN WIRE 
dicate the use of custom constructions, they can be produced to 

your special design. The Chester engineering staff, and research TW BUILDING WIRE 
facilities, are available to help solve unusual wiring problems. UF NON-METALLIC 


: . _ F SHEATHED CABLE 
Pioneer Producers of Plastic Insulated Wires and Cables since 1940 WEATHERPROOF WIRE 


CHESTER _E 


CABLE CORP. 


A Subsidiary of Miami Copper Company 
20 HILL STREET, CHESTER, N. Y. 





NEWS FOR THE INDUSTRY 





Outlook in 24 Industries 


Industrial production: 3° drop over-all, with 12 indus- 


tries up, 4 even, 8 down. All business: down—then up. 


USINESS in 1958 will be down 
B during the first six months, and 
up in the last half. That is not only a 
concensus forecasters it IS 


among 
vhat one journalist termed “an almost 
frightening unanimity 

that 


the first 


If 1958 shapes up just way, 
would be 


that 


the scribe notes, it 


in economic history nearly 
right 


The McGraw-Hill 


Economics has been in the vanguard 


body’s been 


Department of 


of those making the above prediction 
Here is amplification of 1958 business 
prospects is reported by the depart- 
ment 
During 


Set a new 


economy should 
total dollar 


a gross national 


1958 U.S 
record fol vol- 
ume of business with 
product of around $441 billion, com 
pared with $435 billion for 1957. 


This 


the total 


slight increase 


a ill 


relatively 
volume of business 


compound of much wider ups and 
industries,” the 


]958 promises 


iowns in individual 
department notes 

to be vear of extraordinarily diverse 
individual indus- 


performance with 
tries going in all directions—up, down 
and sideways.” 

\ round-up of prospects in sensi- 
tive industries, based on the Economics 
Department's 24-Industry Review and 
Preview, shows that 12 of the 24 in- 
dustries are likely to do better in 1958 
than last year; eight will decline; and 
four will hold about even. 

The 24 industries 
account for two-thirds of 
Reserve Board’s Index of Industrial 
Production, in terms of the 1947-49 
Based on the 


weighted percent change of these 24 


covered here 


the Federal 


base weighting factors 


industries, output will be off about 


| With 


in some ol 


greater declines expected 


the industries not covered 
industrial production 


here over-all 


about 3% in the year 


| 
' 
should be off 


ihead 
But,” cheer-up the economists, 


construction will show an _ increase 
in dollar small 
gain in homebuildine and the moving 
Aluc - 


and 


volume, thanks to a 


fhe nignwayv proreram from 


} 
prints and hearings into steel 


COoOnCTECTéE 
and 


services and non- 


“Government purchases con- 
Suine?r 
durable .) 


decline in 


spending on 
also 


industrial 


will rise, offsetting the 


production and 


96 


pulling up the dollar total for all 
business.” 

Here are the 
outlook figures: 

e Steel—Output of steel ingots and 
castings totaled 113 million tons in 
957 compared with 115 million tons 
in 1956, with the 1957 output being 
capacity. In 1958 the rate 
probably average 
about 76% of with output 
of about 109 Only 
housing and appliances expect to use 
more in 1958 than in 1957; 
auto makers will need about the same 


industry-by-industry 


85% ot 
of operations will 
capacity 
million tons 
steel 


tonnage as last year; demand will be 
down in the case of machinery, rail- 
road equipment and the export mar- 
ket 

e Nonferrous Metals—Production 
in 1958 should drop 3%, in line with 
the decline in industrial production. 
During 1957 output declined by 5% 
on the average; with output of pri- 
mary nonferrous metals holding up 
better than output of finished products 
which consume them. 

But inventories have been cut sharp- 
ly now, and prices have just about 
reached the bottom. Increases in 
housing and electronics in 1958 should 
keep production in 1958 near the 1957 
average. 

@ Chemicals—In 1957 output ran 
4% above the previous record year, 
1956. Manufacturers of chemicals see 
a small gain in production during 
1958—between 1 and 2%. 

e Machine Tools—Tough sledding 
again in 1958, after several years 
of high activity. Machine tools build- 
ers entered 1958 with about three 
months of work on their books; at 
the beginning of 1957, they had 
doubled that volume. Shipments last 
year totaled $850 million. For the 
year ahead, shipments may run about 
$550 million 

¢ Automobiles—With new 1958 
models meeting consumer resistance, 
there’s an epidemic of what the Mc- 
Graw-Hill economists call “Michigan 
chagrin,” as Detroit tries to make up 
for miscalculating public reaction to 
extra headlights and higher prices. 
Based on current consumer resistance, 
predictions are for sales of less than 
5.5 million cars in 1958. There is a 
chance, though, if car prices are dis- 

Continued on page 104 
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CERTIFIED 


quality flexible large 


electrical cables FOR SAFE, 
CONTINUOUS DUTY UNDER EXTRA- 
ORDINARILY RUGGED CONDITIONS 


FLAT TWIN PARALLEL 


HIGH VOLTAGE — 2001 to 15000 VOLTS 


RETRACTABLE REEL CABLES 


WESTERN INSULATED WIRE CO. 
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HEAVY DUTY 


BRON _ 


ok Ph 


CERTIFIED 
67.32% NEOPRENE JACKET 


LARGE » 
capes 0.2 


AA 


4G 


TYPES W 


J 
uy 

A 
a) 
< 
x 
. 
a 
z 
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b 
< 
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aa : 
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HIGH VOLTAGE TYPES W,G, AND RR CABLES 


RETRACTABLE REEL CABLES 
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WE CAN PROVE THIS... 


CONNECTORS 


BAKELITE * SET-SCREW + PORCELAIN 


A TYPE AND SIZE FOR EVERY JOB! 


/Hi-4 & Hi-6 BAKELITE 
WIRE CONNECTORS 
NOW UL APPROVED 

\ForR 600 VOLT USE 


UL ( 
ers tage” 
AND THAT'S NOT ALL—also U.L. listed as 
pressure cable connectors for general use in 
all types of branch circuit wiring—conduit, 
armored cable, non-metallic sheath, open and 
fixture hanging machine hook-up, ap- 
pliance repair, etc. MILLIONS IN USE... 
MILLIONS MORE WILL BE SOLD! Full 


profits for you on every sale! 


BIG TRADE SHOW HIT... 


NEW "'LOK-IT" 
WIRE CONNECTOR WRENCH 


=—"—je 


FOR THAT 
FINAL TWIST! pe 


Slip “LOK-IT" over the end of a Hi Bakelite 
Screw-On'' Wire Connector and twist LOK- 
IT does the work! Saves fingers, makes terrifically 
tight connector joints easily. Thousands of elec- 
tricians have seen and tested "'LOK-IT."' Write 
today for details on FREE "LOK-ITS 


OTHER ''Hi'' QUALITY PRODUCTS 
@ Plastic Screw Anchors @ Lead Anchors & 
and Kits Toggle Bolts 
@ Tape-Mate Winder AND MANY MORE! 
@ Fish Tape Reels a 
e Conduit 
Straps" 


Snap- 


MAIL TODAY FOR 
1958 “Hi” CATALOG 





HOLUB INDUSTRIES, Inc. 


450 ELM ST. - SYCAMORE, ILL. 


NEMA Forecast for 1958: 





Manufacturers See $21-billion Market 


LECTRICAL manufacturers are 

lined up with the optimists in as- 
sessing business prospects for 1958. 
[hey see the industry turning out ove! 
$21 billion worth of products. 

rhis looked-for rise of 1% in dollar 
volume of output in 1958 over 1957 
was reflected in a year-end report 
from the National Electrical Manu- 
facturers Association, highlights of 
which were revealed last month (EW 

Jan. °58, p. 12 

The exact total now estimated for 
1958 is $21.1 billion. A summary of 
past performance shows: value of 
1956 shipments totaled $20,574,000,- 
000; value of 1957 output climbed to 
$20,883,000,000 
e Three-In-a-Row—The prediction 
that the electrical manufacturing in- 
dustry will make it  three-in-a-row 
(1958 would be the third consecutive 
$20-billion-plus year) enters into the 
“midst of considerable skepticism on 
all sides,” NEMA _ spokesmen ac- 
knowledge 

“One healthy aspect of the indus- 
try’s feeling with respect to (1958),” 
they note, “is that it represents a net 
picture of the varying conditions as 
between the various branches of the 
industry and not simply an estimate 
of the overall industry volume.” 

[he modest increase forecast for 
next year, NEMA notes, takes into 
consideration last substantial 
fall off in appliance sales—10% below 
1956. 


year's 


Also, manufacturers of wire and 
cable suffered a decrease in dollar 
value of output in 1957 of almost 20% 
from the previous year’s volume 

The experience of these two 

branches of the industry “had a strong 
bearing” on the total industry per- 
formance for 1957—and also on the 
projected level of doliar volume of 
output for 1958. 
e Expectations Uneven—Not all 
branches of the industry share an 
equal expectation for increased busi- 
ness in 1958; all waxed equally enthu- 
siastic at this time last year, with 
upward predictions for 1957 

“While some branches of the indus- 
try expect sizeable increases in dollar 
volume of business for (1958),” the 
NEMA confides, “other 
branches expect to stay about the 
same dollarwise, and a few expect 
sizeable decreases.” 

e Their Predictions ‘Glow’ — The 
NEMA release of detailed figures for 
each branch of electrical manufactur- 
ing includes the following predictions 
for sharp rises 
e Appliances 


release 


Manufacturers ex- 


pect to recover most of the ground 
lost in 1957 with a 6% increase in 
billings this year. Estimate for 1958: 
$4.5 billion. 

e Illuminating Equipment—Pro- 
ducers feel that the rising trend in 
dollar value of shipments will con- 
tinue uninterrupted; they look for a 
6% increase in dollar sales in 1958 on 
top of the 5% increase they showed 
for 1957 over 1956. Estimate for 
1958: $953 million. 

e Somewhat Less Sizzle—Small in- 
creases in the value of shipments are 
expected in electric building equip- 
ment and supplies (1958 estimate: 
$692 million) and in generation, trans- 
mission and distribution equipment 
(estimate: $2.5 billion); while insu- 
lating materials and insulated wire 
and cable expect to stay about even, 
with estimates of $344 million and 
$1.5 billion, respectively. 

e Sliding Off—Manufacturers of sig- 
nalling and communication equipment 
expect their dollar volume in 1958 to 
be 5% less than in 1957—when they 
recorded an increase of nearly 10% 
over the previous year. Estimate for 
1958: $1.28 billion. 

Similarly, manufacturers of electri- 
cal industrial apparatus expect their 
dollar sales volume to decrease about 
3% in 1958 following a 5% increase 
in 1957 over 1956. Estimate for 1958: 
$3.15 billion. 

Other electrical products should add 
$6.2 billion to the $21.1 billion total. 
e Even Better, If—The industry’s 
performance during 1958 may be 
even better, NEMA believes, than the 
above forecast—admittedly optimistic 
in the face of general business predic- 
tions. If the present predictions for 
construction and personal consump- 
tion expenditures hold true: that’s the 
premise the manufacturers’ “even bet- 
ter” prediction is founded on 

If the estimate of 5% more spending 
on construction holds up in 1958, then 
manufacturers building 
equipment and supplies and insulated 
wire and cable could expect a sub- 
stantial increase 

And, if personal consumption ex- 

penditures are—as hoped—3% higher 
this year than last, then manufacturers 
of appliances could expect an even 
higher leap in dollar sales volume. 
e Conclusion—Regardless of other 
economic factors, NEMA concludes, 
both immediate and long range out- 
looks are bright: the upward trend in 
electric living and manufacturing in- 
dicates a growing new market and 
increasingly important maintenance 
and replacement markets. 


of electric 
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ONONDAGA COUNTY 
OFFICE BLOG. 


ARCHITECTS 
KING & KING 


ELECTRICAL 
CONTRACTOR 
BEC ELECTRIC CO. 














FOR DEPENDABILITY BEYOND A DOUBT 


ALWAYS SPECIFY 


In the modern new Onondaga County Office Building in Syracuse, New York 


—as in more and more buildings across the country — planners used the complet 
line of Pass & Seymour wiring devices for super-tested, thoroughly proved 





trouble-free performance. 

Amperes, 125 Volts, it features pri 
formed double grip contacts, [-slots an 
washer ears. Strap is enclosed and « 


pletely insulated for extra protectior 


Che famous precision-engineered P&S 20- . 
AC1 Switch was among the devices chosen 
It operates quietly, yet electrical contact 
is firm and positive. Can be used at full- 
rated capacity on fluorescent and tungsten Intensive research 
filament lamp loads. Features positive and more than 67 
kickoff, back or side wiring terminals, experience are 
oversize long-life silver alloy contacts Seymour devic« 
The P&S 1530 Duplex Outlet was picked maintenance reliability will ; 
for its long heavy-duty life. Rated at 15 

For information on any of the long line of dependable P&S devices, write Dept. EW-258. 


expert engineerir 


reputation 
1530 OUTLET 











PASS €&€ SEYMOUR, INC. 


SYRACUSE 9, NE W YORK 
60 E. 42nd St., New York 17, N.Y 1440 N. Pulaski Ra., Chicago 571, Ill. 


in Canada; Renfrew Electric L : 


MAKE THE COMPLETE JOB COMPLETELY P&S 
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EASY READING 


means less strain on young eyes. 
Only best quality light is suitable 
for our schools and Kurt Versen’s 
concentric ring fixtures provide 
glare-free, shadowless illumi 
nation. Only Kurt Versen has: 
91% efficiency 
Rustproof all aluminum hangers 
Hang-straight swivels’ with 

56° swing 
Threadless, twist-lock connections 
On-the-job adjustable stem lengths 
Low temperature ventilated husks 
Kurt Versen’s complete selection 
of concentric ring fixtures are an 
industry standard... known for 
quality yet priced among the 
lowest. Catalog on request. 


kurt Versen 
VWVWVV 


contemporary lighting 


WHAT'S NEW WITH YOUR CUSTOMERS 





Outlook for Electrical Work: 
Up 10% to $4.4 billion 


The outlook for 1958 indicates that 
idvancing standards and _ price in- 
push electrical construc- 
activity measurably ahead of 
total construction this year. 
‘ctrical construction in 1958 is 
ual $4.4 billion, realiz- 
over 1957’s $4.0 
billion C onstruc ) a a whole will 
advance about 5 according to Com 
merce and Labor department guesses, 
with the total gain due to increased 
costs for putting in place the same 
mount of steel, cement, etc 
Of > moderate gain expected in 
trical work Some will reflect 
higher prices and wage increases 
Some will represent advancing tech 
lards such as provisions for 
levels of lighting, air condi 
tioning loads and other developments 
tending toward more electrical utiliza- 
tion in almost all categories of build- 
ing 
e “Crucial Aspect” 
electrical construction in 1958 “will 


Important for 


be the extent of further advances in 
the application of modern standards of 
convenience, adequacy and utilization 
to current construction and the mod- 
ernization of existing buildings. For 
such technical progress, the prospects 
appear to be excellent 
Behind the fact that electrical work 
is increasing Its ire of the building 
dollar higher intensities and 
more extensive equipment installation 
in lighting, rapidly expanding system 
requirements for air conditioning 
higher horsepower drives with more 
complex controls in industry and more 
elaborate signal and communication 
requirements in buildings. The trend 
in all these areas of electrification is 
upward.” 
e Private Work—The total sum spent 
for electrical work In private construc 
tion projects in 1958 ts expected to be 
billion, up 7 over 1957 
breaks down as follows: resi- 
$774 million, up 11%; indus 
$473 million, off 5‘ 
ind institutional, $774 million, 
utilities, $438 million, up 
farm, $88 million, up 5%; and 


commer 


electrical work, $11 million, up 


e Public Work—Add to the above 
figures: $927 million worth of new 
electrical work in publicly financed 
projects, or 12 more than in 1957 

The various segments should show 
up as follows: residential, $29 million 
up 18 industrial, $74 million, up 


{ 


} educational, $396 million, up 





These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers—electrical con- 
tractors and plant electrical men. 











12%: institutional, $97 million, up 


11%: military, $31 million, off 9 
highway, conservation, $273 million 
up 13 other electrical work, $27 
million, no change from 1957 

e All New Work—tThe total amount 
of electrical work involved in all new 
construction public and private 
should equal $3.5 billion or 8% more 
than it took to wire, connect and 
power, light, heat and cool all the 
building logged in 195 
e Maintenance and Repair—Add to 
all the above a figure of $920 million 


for maintenance and repair of existing 
electrical installations projected for 
1958, 10% above the cost of keeping 
things humming throughout 1957, and 
the $4.4 billion grand total comes 


clearly into view 


Significance to you: It doesn’t take 
either computer or slide rule to see 
that this represents an enormous mar- 
ket for wholesale distributors of elec- 
trical apparatus and supplies. Electri- 
cal contractors and plant maintenance 
men are going to be busier than an 
“octopus outlet” this year. It ll be a 
good time to sell service as well as 
supplies. 


Industry Must “Power-Up” 
For Missiles Work: Editor 


Editor W. T. Stuart notes that with 
the U. S. missile program moving into 
the production stage, as it soon will do, 
and with other defense-related require 
ments it is time to take a new 
look at how well-equipped our indus 
trial plants electrically 

: is daily observation will 
certainly confirm, existing industrial 
electrical systems are short on Capac- 
ity for normal growth, it is reason- 
ably sure they are in no shape to ac- 
commodate an iccelerated defense 
production program 

“Fortunately, the modernization of 
industrial electrical systems can be 
advanced immediately through the 
regular channels of trade in the elec- 
rhe challenge is to 


trical industry 
get the job done now 
Continued on page 102 
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1Gdult Wb 


YOU GET MORE WITH TRADE-WIND 


THE BEAUTY LINE IN HOODS 


Trade-Wind makes the beautiful Salem Hood 


n real antique copper and the striking Stationary Hood 
in genuine stainless steel or real copper. These hoods 

completely pre-wired —feature the exclusive Touch-Bar which 
selects 3 ventilator speeds and controls the light 

Also available is the “packaged” Patrician Ventilating Hood at a 

remarkable low price. Comes completely pre-wired 

with hood, axial flow ventilator, grille and light. 

All hoods are supplied in 30”, 36”, 39”, 42” or 48” lengths 


SURPRISING NEW OVEN VENTILATOR 
rade-Wind has 1 kitchen ventilation complete 

with the new Mod Ventilating Hood for built-in-gas 
ty twin blowers do this 
sign makes installation 
de-Wind range hood 

e copper in the Salem... 
; steel in the Stationary. 

33” and 45” lengths. 


and electric I xt apac 


“hot blast yb completely careful de 


Model 3501 Mode! 1701 


CERTIFIED FULL CAPACITY VENTILATORS 


Only Trade-Wind es you a choice of 3 powerful 

ventilators for cabinet installatio Model 3501 with dual inlets 
and drawer-type filt | Models 2501 and 1501 

with drawer-type filter kit. For bathrooms Model 1701 
combination light and ventilator and Model 1201 ventilator only 


Model 2so1 / 1501 


. frat LWped V hrfins, Jae. (Cocabent ) 
/ \ Good Housekeeping 


7755S PARAMOUNT BOULEVARD, RIVERA, CALIFORNIA mae consents © 
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What's New With Customers 
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cine Pee. _ ” om page 100 


-<cCORNISH- WIRES - CABLES Ceiling Baffles Hold 
CORD aR Auditorium Wiring 


Because it was begun as a thin-shell 
roof dome cast over a hill which was 
then excavated from beneath, the 
Albuquerque (N. M.) civic auditorium 


presented a difficult electrical instal 


lation problem 
he designers undertook the prob 
lem of adequately lighting both the 
] , ; 


main arena (diameter: 142-ft) and a 


circular balcony capacity 3,500), 
faced with the fact that no conduit 


1 in e 218-ft dome 


could be places 
proper; ill conduit, wiring, etc had to 
1 to the 22 rectangular con- 


Overnight service ANYWHERE, from our 15 be confines 


Ol 


conveniently located branch warehouses crete ¢ mns Suppo! the dome 


covering the country from coast to coast. and the intervening irtain walls. 
You need never be out of stock on any e Sound Solution While various 
CORNISH wire products. types of indirect lighting were being 
explored, sound engineers specified 
suspensio! if two. large acoustical 
baffles fro 
These  bafl y diamete! 
disc with a 50-ft diameter center open- 
ing plus smaller aperatures uniformly 
spaced around the ircle and a 54-ft 
disc hung 7-ft above the large baffle) 
are hung from the dome by steel rods 
They solved the lighting problem by 
providing support for downlights 
lighting switchboar two dimmer 
eae boards sound c ) speakers, all 
Portable Service Cords in popular sizes diffusers and stage lighting plugs. 
packed four 250-ft. spools to ao carton, in To le downlighting for the 
individual containers that eliminate costly . ‘ : >A 
repacking. This modern put-up speeds ship- arena, three concentric rows Of 24 
ping, receiving, over-the-counter ACTION, high-bay aluminum type reflectors 


with 50-w lamps wert recessed into 
baffle. In addition, 16 1,500- 


14 


the lowe 
w and four 1.000-w high bay units are 


’ | hung in openings of the upper baffle 
if enti a All are wired to an electrically oper- 


ated dimm rd ¢ the lowe! baffle 


COROPRENE 18/3 TYPESJO 300 VOLTS 


* 


CORNISH makes it easy for you to distinguish The ou ring of 750-w lamps can 
instantly the Service Wire wanted ~ by print- ‘Iso be controlled from a remote con 
ing specifications plainly right on the jackets 


. 3 nushbutton panel ir 4 ver’ ) 
~ facilitating handling in stock and on the job. trol pushbu [ ¢ managers of 


fice. Column Ii 1g in balcony, cove 
lighting vell as exit, emergency and 
park neg flood { ire ilso operated 
from p 

Mounted on ea f 22 columns 
are five ventilated, adjustable fixtures 


300 y ise, inside frosted 


using 
f S (f f lamps; supp hese, a row of 
; inits consist ( vo 300-w fixtures 
‘ os “ es a 4 g units ¢ 

( & ad each ere re p i cove Over! 

This nationally known, all-inclusive line of Cords back 
and Cord Sets—in rubber, plastic and neoprene—makes In addition 40-v rip lights with 
it possible for you to fill all requirements of Farm, ‘symmetrical reflectors are concealed 


Home and Industry — with a complete QUA ITY line, at base ) dows ider lower edge 
easy and PROFITABLE to sell. of don 


Significance to you: As in Albuquer- 

CORNISH WIRE Cco., INC. que, so in every community, the un- 

50 Church Street New York 7, N.Y. “Made by usual construction projects planned 
will each call for a unique lighting 
installation. An infinite amount of 


— ——— REPRESENTATIVES ———————______ 


Engineers 


SBURGH for Engineers” product knowledge, plus imagination, 


DGEPORT CHARLOTTE @ CHICAG e NCINNAT 
@ DALLAS DENVER # DETROIT @ KANSA T 
r i 2 ae) @ PHILADELPHIA PIT 
1 UIS. @ SAN FRANCISCO @ SEATILE @ W AMSTOWN 
es 


rch carried 


will be needed by lighting men. 
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Like the SMELL OF NEW MONEY? 


THEN GET ACQUAINTED WITH 


ROTARY IMPACT 
DRILL ATTACHNES 


SELLS FAST 


ere WORK 


REVOLUTIONARY, POSITIVE GRIP 


Koro-Loc. Puck 


Simple, rugged — no wrenches or set-screws 
— bit can't work loose on roughest, most pro- 


longed jobs. 
nn 
-¢ 


- 


for a fraction the price of a heavy electric ¢@ Fie wallns te te: 
or pneumatic tool! NOTHING ELSE LIKE x to Roto-Lock Chuck. 


IT! 


CONVERTS 


Turn knurled collar. 
Cam tocks bit in 
place. 


any HEAVY DUTY 1,” electric drill into 
a HIGH SPEED MASONRY IMPACT 


DRILL that works twice as fast, 


easy ! 


twice as 
Z NEW IMPROVED MODELS 


LOW COST, 
GOOD-PROFIT : 

KITS! 

Each kit contains IDEAL 

Rotary Impact Drill At- 

tachment in choice for 

either occasional masonry drilling or 
frequent drilling (see panel at right), 
4 bits (3/16 to 4"), adapter bushings, 
and zipper-closure carrying pocket. 
CATALOG No. 90-061 (Kit for occasional drilling) 


CATALOG No. 90-062 (Kit for frequent drilling) 


GET STARTED TOWARD 
PROFITS FROM THIS 
NEW BUSINESS NOW! 


Call your IDEAL Representa- 
tive, or mail this coupon 
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FOR FREQUENT USE 


Heavy duty unit has threaded shaft 
that screws onto drill shaft. 


ley sc 
' 4 te 


he 
— 


FOR OCCASIONAL USE 


Has triangular chuck-in shank. Slips 
into drill chuck like a bit. Leaves 
drill instantly available for other 
work. 


IDEAL INDUSTRIES, Inc., 1047-B Park Ave., Sycamore, |! 


Please send me complete 
information on IDEAL Ro- 
tary Impact Crill Equip- 





Business Outlook in 24 Industries 
Continued from page 96 
counted enough, that sales in 1958 
will match 1957's total of just under 
six million. Truck sales and output 
output: 1.1 


may rise in 1958 (195 
million), because of the easier credit 
Situation 

e Auto Parts—Producers registered 
a 5% gain in output last year. Since 
the trend has been to good times in 
alternate years, it looks like another 
down year for 1958 

e Railroad Equipment Produc- 
tion was impressive last year as output 
rose 25 In 1958 production of 
railroad equipment probably will drop 
about one-third, in line with the plan- 


.- 


ned decline of 2 in dollars spent 








on new plant and equipment by the 
railroad industry 

e Aircraft and Parts—Production 
rose 10% in 1957; the peak was early 
in the year with a year-end rate close 
to the 1956 average due to defense 
cuts. Output will probably continue 
to decline in early 1958, but more 


a rotita by ] rs) fo PY ewes slowly; an upturn expected in the 


second half will still leave the industry 
Electrical Wholesalers 10% below 1957 for the year as a 
whole 

e Construction Machinery— Manu 


Increasing demand by the residential builder on the Electrical 
- ' re > ictic OSR 
Lontractor to supply concedied TV wiring with plug-in wall facturers are optimistic about 1958 
plates is providing new profits for the Electrical Wholesaler. but less so than they were last summer 

Construction machinery may be one 


of the few capital goods businesses to 
do better in 1958 than in 1957, even 


though the gain may be slight 





e Farm Machinery—Output _ in 
1957 merely equalled production in 





1956, despite a rise in farm income 
last year. With income expected con- 
stant in 1958, farm machinery produc- 
tion is expected to decline about 5% 

e Office Machinery Production 
and shipments in 1958 will top 1957’s 
record, but by a much smaller margin 
than the 1957 increase. Companies 
anticipate a 10% gain in new orders 
in 1958. Physical output should run 
about 3% higher this year than last. 





¢ Instruments and Controls—Out- 
put increased 4% in 1957. A decline 
of 16% in planned capital investment 
this year suggests that output in this 

; have f . 
Convenient package at less than the cost of bulk materials ecco: ay ote ee 
e Electrical Apparatus—Output of 
heavy electrical apparatus hit an all- 
time high in 1957, about 1% above 
the 1956 record. Output will be a 
little off-peak this year. New orders 
are running lower than a year ago. 
Backlogs, although still relatively high, 
have dropped considerably from pre- 
vious high levels. The outlook is for 


Tel/eo INSULATED WIRE 108 Prospect Ave. Burbank, Calif. a 5% drop in output of electrical 


apparatus 


There is a TeVco Kit containing all necessary materials to 
completely wire a home with the specified number of wall 
outlets. TeVco Kits are especially designed for the Electrical 
Contractor and requireno special tools or technical knowledge 


to install concealed TV wiring in new construction. 


TeVco Kits are sold only thru Electrical Wholesalers 


ti write 


A HOUSE NOT WIRED FOR TV IS ONLY HALF WIRED e Appliances—This year will prob- 
ably see a gain in appliance produc- 
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WIND Up WIRING Yogs FAST 
Lad 


Built-in Connector 
Clamp. Just tighten 
two Screws on EMT 
Or rigid Conduit 
No threads o, 
fittings needed 


SOVes time! 


——=— 


The rods Copper Ormor uniforr y 
thick from tip to ip. Stee! Core and 
sharpened Point for easy driving 
Clamps 9re designed to go 


with the rods 


Se nei tes 


é a | 
“= eas, Sao Fi | 
i uy ' 

A 


Compact—eg., to handle » 


all type connec 
ced far lowe, 


Deep cut threads — 
connectors 


Complete line for 4” 
to 4 Pipe. 3 types 
COver gi needs. 
Swinging top fo, 


Casy installa} on 


2110 HOWARD ) An a LOUIS 6, mo. 


CEntral 1-8100 


y 





tion over 1957 levels. Last year’s 
10% decline in the all-appliance 
category matched the decline in home- 
building, a logical coincidence. This 
year’s homebuilding level is expected 
to be 5% above 1957; so a gain of 
5% in appliance output is projected 
for 1958 

e Radio and Television—Over-all 
output will probably increase in 1958, 
with total unit production of 22 mil- 
lion-plus sets. 

e Petroleum Refining — Slightly 
higher output and a 2% increase in 
demand during 1958 will be composed 
of: a moderate pickup in demand for 
motor fuel; a smaller than usual in- 
crease in demand for home heating 
fuels; and a decline in consumption 

: of industrial fuel 
-.-,in the same orbit e Paper—This industry generally 
moves along with industrial produc- 
tion; last year it limped while indus- 
trial production was moving ahead. 
With inventories of paper now below 
January 1957 levels, paper manufac- 
turers are increasing operation. So, 
despite a dip in industrial production, 
1958 paper output will probably aver- 

67 years—-to distribute its products age equal to 1957 
; : clad e Rubber Another peak year 
exclusively through the electrical distributor ahead here, with the replacement 


‘for over 67 years 


Ii has been Hubbell’s policy for more than 


and cooperate in every possible way market for tires a big factor. Output 
of rubber products rose 5% in 1957; 
to assist him in conducting his business a gain of 3% seems reasonable as a 
prediction for 1958 
¢ Lumber—A 6% decline during 
with good business practice. 1957 was directly related to the de- 
cline in housing starts. With a housing 
upturn forecast and additional do-it- 
This non-competitive policy of cooperation, yourself work, the lumber industry 
should gain 3% this year despite in- 
roads by substitutes 
is the foundation of Hubbell’s continued e Construction Materials—Produc- 
; ers of cement, glass. brick and gypsum 
association and relationship with the products look for a boom in 1958 
based on the biggest dollar volume 
for construction in history. Big plus- 
throughout the United States. factors here are homes, highways and 
public works, expected to more than 
offset declines in industrial and com- 
mercial building for an increase, in 
physical volume, of 2% over 1957. 
Hubbell’s policy .. . e Furniture and Fixtures—Produc- 
tion should maintain its 1958 level. 
“COOPERATION, NOT COMPETITION’’ Homes will be a better market, and 
easier credit may cause more modern- 
ization of small commercial stores 
than originally planned. 


WIRING DEVICE © Textiles - Production during 
OFFICE AND WAREHOUSE ae 


LOCATIONS 1957 declined 4%, but this did suc- 
4 A fal a y mae ap ae ceed in reducing inventories. This 
State ond Bostwick Streets year a moderate rise is expected with 


Chicago 7, Mlinots TO . ve or yh ¢ > 
Oy hn production recovering halfway to the 


195¢ “Ve 
don hs 12, 1956 level | 
" N C 103 North Senta Fe Avenve ¢ Apparel—With stores buying ac- 
=. SEE Son Caliternie cording to day-to-day demand, and 


Francisco, 
1675 Hudson Avenve 


profitably, efficiently, and in accordance 


established and maintained since 1888, 


leading electrical distributors 





disposable income up less than a year 
thy ago, apparel production in 1958 will 

QUALITY WIRING DEVICES IN CANADA: range only slightly, if at all, higher 
than last year, despite the population 


Scarborough, Ontarie 
DEPT. D BRIDGEPORT 2, CONNECTICUT "60 Sitchmount Reed ; 
Continued on page 112 
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Electrical Plannin gQ— your icy to righer sates! 


PLANNED POWER on display—a system of 
coordinated BullDog components. 1. Unit Sub 
station and Unit-Versal® Switchboards. 2. Lo-X® 
Feeder Duct. 3. Plug-in® Duct. 4. Industrial 
Trol-E-Duct®. 5. Universal Lighting Duct 
6. Pushmatic Electri-Centers®. 7. Clampmatic® 
Safety Switches. 8. Power Panels 


Sell your customers on the efficiency of planned power distri 
bution. Offer them the many benefits of an electrical system 
tailored to their specific needs— whether commercial, institu- 
tional or industrial. 


A coordinated system of BullDog control and distribution 
equipment assures greater productivity, more profitable use 
of personnel .. . and a big profit boost for you, too! Contact 
your BullDog field engineer for complete details on the ad 
vantages of all BullDog products. Make sure your customers 
power up to meet a challenging future. 


BOSG0O00® 


BullDog Electric Prod ) roit I 4 fl } 
BullDog Ex; 
In Canada: BullDog Electric 


Observing NATIONAL ELECTRICAL WEEK 











oe —gemes INDUSTRY-WIDE PROGRAMS 
REV- & -TROL Housepower Cartoon 


FULL RANGE SPEED CONTROL Contest Is On, Kits Ready 
TAPE WRAPS COILS NEW YORK—The Edison Electric 


Institute has available promotion kits 
for its $100,000 contest inviting con- 

a 
sumers to write a caption for a House 


power cartoon. The contest runs from 








1 


Feb. | through April, with special 
emphasis planned for National Elec- 
trical Week, Feb. 9-15 

According to EEI, “This industry- 
wide national contest can be utilized 
by electrical dealers and distributors 
as a traffic-builder in dealers’ stores.” 

Anyone wanting information on 
local tie-ins or promotion materials is 
directed to the Housepower coordina- 
tor of his local utility 


14th National Wiring Sales 
Conference Opens Feb. 20 


NEW YORK—The 14th annual 
sales conference of the National Wir- 
ing Bureau, meeting in Detroit Feb 
20-21, will conclude with a summary 
entitled “What Have We Learned?” 
by L. E. Barrett, chairman of the 
NWB 

Mr. Barrett, who is president, Bar- 
rett Electrical Supply Co., St. Louis, 
and a _ former president of the 
National Association of Electrical Dis- 


PA YS FOR ITSELF IN tributors, expects to conclude that the 
conferees have learned quite a lot, 

including 
MORE PRODUCTION e The names of the winners in the 


fourth annual Look wiring promotion 


FLIMINA TION of REJECTS competition for distributors, contrac- 
tors and utilities 


e How Detroit electrical contractors 
are turning Housepower into “sales 


ions to tell your customers how they can 


icat 


ing 


Complete full range speed control 
adds to the performance of any 
machine. Operator selects the 
exact speed to which his ability, 
the job involved and the machine 
are at peak co-ordination. Result: 
faster production, better, more 
uniform quality, elimination of 
rejects. 


powel . 

e How contractors throughout the 
U. S. are selling residential wiring 
modernization; 

e “How Utilities Are Using the 
Medallion Home Program” 

e How wiring promotion today differs 
from the “good” old days, and what 
Rev-O-Trol connects to any 230 % is in store for tomorrow; 

volt alternating current source of 3 e The extent of the commercial wir- 
supply and provides for direct 2 ing market, and the NWB program fo! 
current motor drive. 100% torque a this market; 

available as may be needed by e What “Three Wiring” means (from 
load. Dynamic braking. Hand or 4 a demonstration of efficient wiring in- 
foot operated. Reversing control [= Stallation) 

available. nt y Keynote speaker for the conference 


; , is Frank H. Roby, vice president, Na- 
Vrite > -313 
Write for Bulletin R-313. tional Electrical Manufacturers Assn 


ACME ELECTRIC CORPORATION ang president, Square D Co., 


672 WATER STREET © CUBA, NEW YORK General chairman is Andrew Do- 
MANUFACTURERS OF remus, chairman of the NWB Plan 


Committee, and manager, advertising 
LOLLY £ : E 
} and sales promotion, Construction 


(REV -0-ThOL | Materials div., General Electric Co., 


Bridgeport 


12 lead 
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Continued on page 110 
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% Durability 

% Outstanding Design 

% Roominess for wiring 

% Flat backed for snug fit 

% No interior obstacles 

% Adaptable to every use 

% Smoother finish inside and out 


7 


Reasons why the RED 


Y"RE RUGGED 


A special alloy is used on these die cast fittings to 
insure added strength. In our design we have given 
points of stress extra heavy wall sections so that they 
will stand up under the toughest conditions. 


Y'RE EASY TO USE 
Light weight aluminum makes them easy to handle; 
inside roominess and absence of lugs makes wiring 
and splicing easier. Precision threading for ease of 
assembly — a special feature found only in the 
Red ® Dot Line — puts these fittings in a class 
by themselves. 


Y'RE GOOD-LOOKING 
Engineered design, and a smoother lacquered finish 
both inside and out combine to make these fittings 


superior. The flat back feature enables them to hug a 
wall or ceiling. 


PL, / 
sy . - Nfahon (YO 
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DOT guarantees better fittings. 


BOSTON 


.) 
‘ 


They te Die Cast 


They're Alumina 


RED @ DOT Conduit Fittings are 
available in this wide assortment: 


ries A Conduit Bodies 
Threaded for heavy wall 
rigid conduit. 

B Conduit Bodies 
Set-Screw for thin wall 
conduit (EMT) electrical 
metallic tubing. 
vee Aunilsil 
Series “A"’ up to 4” 
Series “B"' up to 2” 


Covers available for both series. 


Send for New illustrated Catalog 
of complete RED ® DOT Line 


Sold only through Author- 
ized Electrical Distributors 


s jhe 
Patt Bi = 
1 @ Th Saute ; 
& gomut 
. 





get easier faster sales with 


— ain 


Heavy-Duty Pipe Cutters 


The instant your customers start feeding in 
this new cutter on conduit, they feel the 
remarkable difference, the new cushioning 
effect that makes cutting much easier 
and faster. And the bigger handle and extra 
long shank (protecting threads on screw 
handle when they use a power drive) helps, 
too. Order your 
stock of RItaAID> 
Heavy-Duty Pipe 
Cutters today! 


INDUSTRY-WIDE PROGRAMS 





Continued from page 108 


AHLI Pinpoints Distributor 
Fixture-Selling Practices 


CHICAGO—The American Home 
Lighting Institute recently surveyed its 
distributor associate members to get 
answers to such questions as: How do 
distributors sell lighting fixtures? 
Where do they get their leads? How 
do they advertise? What do they think 
of manufacturer sales aids? What 
further help do they want? 

Principle findings, according to 
AHLI, show that distributors: 

(1) get most leads from construc- 
tion reports, direct mail, newspaper 
advertising and home show displays; 

(2) spend on the average $3,600 a 
year for direct mail and advertising; 

(3) rate manufacturer product cata 
logs excellent, but all other manufac- 
turer sales aids either fair or poor. 
e Budgets In 1957 expenditures 
for direct mail ranged from a low 
of $200 to a high of $5,000 with an 
average of $1,093 for the respondents. 
In 1958, the same distributors expect 
to spend more; average—$1,230. 

The average amount spent for ad- 
vertising in 1957 (primarily daily news- 
papers, some radio, a few weekly 
newspapers) was $2,410; 1958's aver- 
age is expected to go to $2,780. 

There were 33 distributor associate 
members involved in the survey. They 
represent for the most part, accord- 
ing to AHLI, “the leaders, the most 
aggressive of the merchandisers.” 

Of the respondents, 31 said they 
participate in nationally sponsored 
promotional campaigns; and 28 said 
they promoted lighting fixtures by par- 
ticipating in or arranging local activi- 
ties like home shows, etc. 

Of 31 distributors commenting on 
manufacturers’ product catalogs, 19 
rated them excellent, 10 fair and two 
poor. 

Ranking in order after catalogs 
were consumer literature, advertising 
mats, publicity releases and promo- 
tion kits. 

Specific suggestions were for more 
and better consumer literature, speci- 
fically separated from trade catalogs, 
which should list fewer fixtures; more 
consumer education and more con- 
sultation with distributors on their 
needs. 

Lighting sales from a_ substantial 
part of the volume of the distributors 
surveyed, comprising, on the average 
33% of their business. About half of 
their lighting business is_ residential, 
27% commercial and 17% industrial. 

On the average 76% of their resi- 
dential lighting sales goes to new 
construction, only 24% to remodeling 
or relighting 
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Okolite-Okoprene aerial cables furnish a low-cost route for increased 


power demands over a span of 420 feet between buildings 


More power the low cost way 
eee with Okolite-Okoprene aerial cable 


To meet the power demands of in- 
creased cigarette production, The 
R. J. Reynolds Tobacco Company 
of Winston-Salem, North Carolina, 
recently installed the two Okolite- 
Okoprene aerial cables shown here. 
An operating voltage of 15kv and 
a span of 420 feet across two open 
primary lines and railroad sidings 
called for aerial cables with maxi- 
mum reliability. Okolite-Okoprene 
self-supporting cable was used, with 
extra messenger for added safety. 


Here is another case where an 
Okonite self-supporting aerial 
cable solved an increased power- 
demand problem simply and eco- 
nomically. The overhead route 
often costs much less than the 
underground route... and it can 
be just as safe, too, when you use 
dependable Okolite-Okoprene 
cable. Recommended for general 
use up to 35kv, Okolite-Okoprene 
is insulated by Okonite’s exclusive 


strip process and (if rated at over 


2kv) inspected inch-by-inch on 
the Gooding Test Train. 


Okonite is the only manufacturer 
making cables by all insulating 
strip, extrusion, tape 
Thus we are in the 


methods: 
or dip. 
unique position of being able to 
recommend to you without pre) 
udice the one cable which most 
closely meets your requirements 
The Okonite Compary, Passai 
New Jersey 


where there’s electrical power . . . there’s OKON ITE CAB LE 








Anticipate Destruction 


Amp-trap PREVENTS DEVELOPMENT 
OF HEAVY SHORT CIRCUIT CURRENTS 


* To preclude.of prevent by prior action —" Webster 


Amp-trap__ installa- 
tion at Bird & Son, 
E. Walpole, Mass., 
raised the inter- 
rupting capacity of 
the system from 
20,000 amperes to 
100,000 amperes 
R.M.S. at 600 Volts, 
60 Cycles. 





S. PAT, OFFICE” 


Amp-trap, with its 100,000 RMS Interrupting Capacity, opens 
the circuit so fast that it precludes the development of the peak 
available short circuit current. Consequently, it prevents both 
magnetic and thermal destruction. Even phase-to-ground 
faults are cleared so quickly that multi-conductor faults are 
usually avoided. 


Amp-trap is listed by Underwriters Laboratories. Interrupting 
tests up to 202,000 amps at 500v 60 cycles have been witnessed 
and certified by Electrical Testing Laboratories, Inc. Amp-trap 
is favored by many insurance companies. 


Amp-trap is supplied in all standard ratings up to 4000 amperes 
for application on any circuit up to 600 volts AC or DC. 
It can be used on either old or new switchgear with a minimum 
of structural rearrangement. “Outage” time for installation is 
negligible. There is no better way to insure your investment 
in switchgear, buss-ducts, motor starters, circuit breakers and 
current transformers. Every service entrance on a network 
system needs Amp-trap protection. The list of Amp-trap users 
reads like the Blue Book of American industry. Investigate now. 


**You Can Get Amp-traps”’ 
WRITE FOR FREE AMP-TRAP BULLETIN TODAY 


THE CHASE-SHAW MUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
st. 1893 


SPs: CEs OD) 


Stmpirap Trion ~ 2d : C-Q-T Friomet ove OT ees FUSE Wink 


Selling Industrials—from Scratch 
Continued from page 37 


Most valuable pre-outside selling 
training Keffer acquired was, he says. 
his buying experience. “It gave me,’ 
he states, “the opportunity to find out 
what qualities I liked in a manufac- 
turer’s salesman and was a good prep- 
aration for my own selling.” The re- 
versed role was, he believes, far less 
of a struggle on this account alone. 

The process that culminated in 

Keffer’s becoming a full-time outside 
industrial salesman was a long and 
gradual one; his hard-won five-day-a- 
week outside schedule became a real 
ity only last June. Since becoming a 
fulltimer, Keffer has found his prob- 
lems proportionately greater: schedul- 
ing is tighter, quick service is more 
pressing, customers expect more. 
e “Answer Man”—Another  ever- 
present problem is that of technical 
knowledge and the young salesman’s 
understandable lack of it in certain 
fields. When Keffer hits a “specs” 
problem, and he hits “quite a few,” 
he is at anything but a loss. The rea- 
son: he can call on a recently hired 
Schaedler employee who has the tech- 
nical answers. The “answer-man?” 
Electrical engineer John Pickeil, who 
apart from consulting with counter- 
men and other outside salesmen, 
sometimes makes calls with Keffer. 

Schaedler himself points out that as 
the sales opportunities for engineered 
products increase, so do the consul- 
tations between Keffer and Pickell 
who joined the firm only four months 
ago. 

Keffer likewise does a lot of con- 

ferring with inside industrial salesman 
Jim Zimmerman. “They talk things 
over each morning,” says Schaedler, 
“and that way they have the chance 
to supply each other with plenty of 
application ideas and leads.” 
e Service First—‘It’s an old story,” 
says Keffer, “about service being im- 
portant. But I’ve found it’s probably 
the most important single thing in any 
customer’s mind. It really doesn’t 
make too much difference who it is 
that provides the service—whether it’s 
myself, Jim (Zimmerman) or John 
(Pickell)—just so the customer knows 
it’s Our company.” 


Business Outlook in 24 Industries 
Continued trom page 106 


increase in the U.S 

e Foods and Beverages—lIf the 
weather factor is normal in 1958, 
output of processed foods and bev- 
erages should be up about 2%. More 
mouths to feed, plus a marked trend 
toward increased purchasing of proc- 
essed foods, can only result in a gain 
for this industry. 
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This smart distributor meets short-length requirements the easy way by stocking Rome's 
handy cartons. Stacked within easy reach, these cartons lead to full utilization of shelf space. 


For your own and your customer’s convenience... 


Stock Rome’s handy cartons of bare and WP 


Rome cartons provide the easiest, fast 
est, and most convenient way to meet 
your customer's short-length wire and 
cable requirements. 

You can avoid cutting special lengths 
off large reels and can give your cus 
tomers quick, over-the-counter service 
Trips to the stockroom for short lengths 
take less time, and you'll be able to 
control your inventory more efficiently. 

Just toss one or two of these handy 
Rome cartons into the front seat of 
your car when you have a rush orde1 
to deliver. You don't have to wait for 
one of your trucks to return. 


Even inexperienced help can give 


j 


tents of each carton are printed in in a short length, he gives him qui liver 
over-the-counter service with pl 


your customers good service. The con When a customer asks for wire or cabl: He doesn’t tie up on: 
i rder. H 


large type on the outside of the box ; 
tha . Rome carton. Saves his customer’s time 
Youll save time and money if you 1] 
a ¢ ind us own 
stock handy, convenient Rome cartons 
Ask your Rome representative for a list 


of Rome’s wire and cable put up in this Bet O PA i C A & 
short-length package—or write Depart 


ment 141, Rome Cable Corporation, 


Rome, New York. Cc oO R Pp oO R A T oO N 
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Mr. Jobber: This ad in 
leading magazines helps you 
sell more AMPROBES! 


AMPROBE RS-1 


only $39 85 


with Rotary Scales, 
has 4 current ranges 
0-5/15/40/100 and 2 
volt ranges 0-150/600 


There’s nothing like an AMPROBE for fast and profitable trouble-shooting. 
Wrap-around feature makes it simple to read current without shut- 
downs. Multiple current and voltage scales permit you to test most 
everything in sight with a single instrument. 


There’s an AMPROBE for every job, every budget... from 10 amps and 
250 volts to 1200 amps and 600 volts AC. Prices from $19.85 to $67.50— 
so you can’t afford not to own one. See them at your jobber today. 
Pyramid Instrument Corp., Lynbrook, N. Y. Manufacturers of famous 
REMCON simplified low-voltage switching devices. In Canada: Atlas 
Radio Corp., 50 Wingold Ave., Toronto, Canada. 


[3 wodelk to wake your work earien, fasten, Aunen 


> i : (<a 
Know if load is balanced Check appliance voltage Take current readings 
at receptacie without shutdowns 


Making the Big Move 
Continued from page 68 


Expressway is completed. It will in- 
tersect Tarrytown Road only two 
blocks away from Garfield, bringing 
with it, Cowen thinks, much business 
from New York points which pre- 
viously were barely accessible. 

Garfield will, following completion 
of moving operations, serve a 50-mile 
radius, including parts of New York, 
New Jersey, and Connecticut. Regard- 
| ing its onetime New York City trading 
| area, Cowen says, “Naturally we won't 
be able to service the same city area 
we did previously, but our area will 
| include everything between White 
| Plains and 96th St. in Manhattan.” 

e New Appliance Policy — Cowen 
says the move will have a direct effect 
| on Garfield’s appliance trade. We're 
| dropping all secondary lines of ap- 
| pliances,” he says. “Space is one 
reason. The appliance business is bad, 
for another. And for a third we’ve 
done a lot better on name brands. 





“All in all,” says Cowen, “We 
think we’ve made not only a move 
but a good move. It'll take time to 
completely evaluate it, but from here 
it looks like the best thing we could 
have done.” 


NAED Lists Gain of 32 
New Members in 1957 


NEW YORK—tThirty-two indepen 
dent electrical wholesalers became 
members of the National Association 
of Electrical Distributors during 1957, 
bringing to 1,068 the total number of 
active association members. 

This increase is termed the largest 
12-month gain in membership since 
the association was revamped in 1955 
into one organization from its previous 
two-divisional setup. 

In his year-end report to members 
NAED executive director Arthur W. 
Hooper declared: “The association’s 
progressive program, its member ser- 
vices and benefits are the factors be- 
hind this new spurt in membership ac- 
tivities 

“It indicates also,” he continued, 
“that more and more independent 
electrical distributors are becoming as- 
sociation minded and are looking to its 
(the wholesaling industry’s) only na- 

| tional trade group for leadership. 

“And with this increased member 
activity, the full functioning electri- 
cal distributor’s voice is now stronger 
and more distinct than ever in the 
communications channels in our in- 
dustry,” he concluded 





« 
8 Com 
Mudie, 


| Rome's SE Style U cable ; " 

} * Cts You 
bmit lower f; ms 

bids on 


ye « 
us frieds for 
aad 
er welts 
* SI 


Can you serve this customer? 


To help you sell cable to your contrac cable has U/L approval for 75 C oper 
tor customers, Rome ads like this ap ation in either dry or wet locations 


pear regularly in leading electrical A reinforced rubber moisture seal un 

magazines der the weather-resistant glass-cottor 
This information keeps your custom braid gives Rome’s SE cable its own 

ers up to date on new developments, built-in “dry location 

the latest ways to increase their profits 


I r 


Easy to store. You'll like Rome's 
SE Style U cable, too. It will stand 


up under rough storage conditions 


etc.—with Rome’s cable. For instance 
here Rome is telling your customers 
how they can lower their bids on 100 , 
amp service. without getting tacky and with n 
Bids can be trimmed as much as deterioration r write 
15% with Rome's SE Style U service Easy to sell. Your customers will Cable ( 
entrance cable by using No. 3 AWG oe 
copper conductors in place of the more 


=e: ROME CABLE 
drop is no problem. 


This money-saving substitution is 


possible because Rome’s SE Style U S O ce Pp © me A T © N 
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DISTRIBUTORS—tuRN 

A $1,995 ELECTRIC MOTOR 

CONTROL INVENTORY INTO 
$2,975 YEARLY PROFIT 


MAGNETIC STARTERS COMBINATION STARTERS 








_ 


PRESSURE 


DRUM PUSH 
CONTROLLERS SWITCHES BUTTONS 


Reasons Why More and More Distributors 
Sell Furnas Electric Products 


SELECTIVE DISTRIBUTION—a minimum number of dis- 
tributor appointments in a given trading area. 


QUALITY PRODUCTS—Furnas Electric Motor Controls 
are designed, manufactured and tested for superior per- 
formance and maximum service. 


PROFIT MARGIN—Distributors enjoy substantial advan- 
tages selling to all classes of trade. 


*WRITE TODAY FOR FREE PORTFOLIO 5412 
for full information on these advantages. Furnas 
Electric Company, 1069 McKee St., Batavia, Illinois 


-FURNAS ELECTRIC COMPANY 
4 BATAVIA, ILLINOIS | 
SALES. REPRESENTATIVES IN ALL PRINCIPAL CITIES 


CALENDAR OF EVENTS 





FEBRUARY 


North Central Electrical League 
9th Biennial Upper Midwest Elec- 
trical Trade Exposition, Con 
vention 
Leamington Hotel & 
Aud 


Minneapolis 


Municipal 


Minn 


February 2-5 


American Institute of Electrical 
Engineers 
Winter General Meeting 
Statler Hotel 
New York, N Y 


February 2 


1958 New England Home Show 
Home Builders Assn., Boston Real 
Estate Board 
Mechanics Building 
Boston, Mass 
February 13-19 


National Wiring Bureau 
14th Annual Wiring 
C onference 
Statler Hotel 
Detroit, Mich 
February 20-2 


Promotion 


20-2] 


MARCH 


Electrical Equipment Representatives’ 
Assn. 

Annual Meeting 

St. Charles Hotel 

New Orleans, La 

March 5-8 


First National Lighting Exposition 
New York Coliseum 
New York, N. Y 
March 9-12 


Intermountain Electric Assn. 
Annual Meeting 
New House 
Salt Lake City 
March 15 


Utah 


Electrical Maintenance Engineers 
Assn. of Southern California 
Ninth Bienntal Electrical Industry 
Show—Maintenance Conference 
Shrine Exposition Hall 
Los Angeles, ¢ alif 
March 27-29 


APRIL 


Illuminating Engineering Society 
Northeastern 
Statler Hotel 
Hartford, Conn 
April 10-11 


Conference 


Rocky Mountain Electrical League 
Annual Convention 
Shirley Savoy Hotel 
Denver, Colo 
April 13-20 
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Every Day 


More and More 
ELECTRICIANS —£ + 'S 


Are Using 
BUCHANAN 


pres-SURE-connectors 





(eS 


A single Buchanan pres-SURE-tool, with only 2 sizes of Splice Caps and Insulators 
¥ and only one size Termend lug, handles al/ normal circuit wiring requirements. (Splices 
from 2 #18's thru 3 # 8's or 2 #6's,—terminates from 1 416 thru 1 #8) 


No other single tool has so broad a wire range. 


No other splice insulation is as easily and quickly applied. 


Write for distributor information on pres-SURE-connectors 


and other acceptance-proven Buchanan products. 


sain (a 




















ELECTRICAL PRODUCTS 
CORPORATION 
+ 
HILLSIDE, NEW JERSEY | 














Representatives in principal cities throughout the United States and Canada Be ase 


me 
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Mr : Distrvbutor.. 


with Porcelain Products WIREHOLDERS 


~ 


Packaged to sel'— Yet inside—a qual- 
ity product that reflects over 60 years 
of experience and product reliability. 
Porcelain Products wireholders are 
built to pace-setting standards that 
assure long installation—uninterrupt- 
ed service—customer satisfaction. 


The name PORCELAIN PRO- 
DUCTS today, as for generations, is 
a byword for quality and dependable 
service. Write today—for a complete 
catalog of electrical porcelain pro- 


ducts. 


Attractive display carton 


for 1933 Wire iders 


ELECTRICAL PORCELAIN SINCE 1894 








ain Products, lac: 


CAREY, OHIO 


Illuminating Engineering Society 
East Central Conference 
John Marshall Hotel 
Richmond, Va. 

April 14-15 


Illuminating Engineering Society 
South Central-Southeastern Con- 
ference 
Lafayette Hotel 
Little Rock, Ark. 
April 24-25 


Iliuminating Engineering Society 
Southwestern Conference 
Washington Youree Hotel 
Shreveport, La 
April 28-29 


MAY 


Illuminating Engineering Society 
Midwestern Conference 
Hotel President 
Kansas City, Mo. 

May 1-2 


Illuminating Engineering Society 
Inter-Mountain Conference 
Whitman Hotel 
Pueblo, Colo. 

May 8-9 


Illuminating Engineering Society 
South Pacific Conference 
El Cortez Hotel 
San Diego, Calif 
May 12-13 


Pacific Coast Electric Assn. 
Annual Convention 
Hotel del Coronado 
Coronado, Calif. 

May 14-16 


Electronic Parts Distributors Show 
Conrad Hilton Hotel 
Chicago, Ill. 
May 19-22 


Illuminating Engineering Society 
Pacific Northwest Conference 
Multnomah Hotel 
Portland, Ore. 

May 22-24 


JUNE 


National Association of Electrical 
Distributors 

50th Anniversary Convention 

Civic Auditorium 

San Francisco, Calif 

June 8-12 

Meetings, addresses, awards, 

conference booths 

American Institute of Electrical 
Engineers 

Summer General Meeting 

Buffalo, N. Y. 

June 23-27 
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YOUNGSTOWN “BUCKEYE” CONDUIT 


... Provides Lifetime Wiring Protection 
For Frank Lloyd Wright’s 


Modernistic Price Tower 


At Bartlesville, Okla., the IH. C. Price 
Co.—veteran oil and. gas pipeline 
construction firm — recently opened 
their beautiful, new cantilever-design 
Price Tower. Containing both offices 
and residential apartments, this 19- 
story, fully air-conditioned structure 
uses Youngstown “Buckeye” full- 
weight rigid steel conduit for protec- 
tion of its important electrical wir- 
ing system from damaging elements 
such as water, moisture, vapor, dirt 
and dust. 

Field reports across-the-nation state: 
“Youngstown’s ‘Buckeye’ Conduit is 
easier to bend—easier to fish wires 
through and, due to its superior cor- 
rosion resistance, affords a much 
longer trouble-free service life.” 
Leading distributors in every indus- 
trial and electrical market are ready 
to serve you quickly and efficiently 
from their ample 

stocks of Youngstown 

“Buckeye” Conduit. 

They’re as near as 

your phone—why not 

call today? 


Price Tower, Bartlesville, Okla. 

Owner: H. C. Price Co. 

Architect: Frank Lloyd Wright 

General Contractor: Culwell Construction Co., 
Oklahoma City, Okla. 

Electrical Contractor: Industrial Electric Co., 
Oklahoma City, Okla. 

Conduit Supplier: Westinghouse Electric Supply 

Co., Oklahoma City, Okla 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
only wiring system approved today by the District Sales Offices in Principal Cities 


National Electrical Code as moisture-, vap- 
or-, dust and explosion-proof for use in 
hazardous locations and occupancies 


Standard-threaded rigid steel conduit is the 
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MOST COMPLETE LINE OF QUALITY ELECTRICAL WIRING DEVICES 
ae : 


HERE IS THE ONLY COMBINATION 
SINGLE POLE SWITCH & RECEPTACLE 


WITH “T” SLOTS 
ON THE MARKET! = 


Switch Rating: 10A-125V “T’, 5A-250V seal —y hae 
Receptacle Rating: 15A-125A 

















Heavy duty switch “T” Rated. “T” Slot Receptacle 
has double wipe contacts for better contact 
Switch and receptacle independent of each other 
on same circuit. Outlet can be wired independ- 
ently of or controlled by switch. 


OTHER POPULAR COMBINATION DEVICES 


SINGLE POLE SWITCH 
AND PILOT LIGHT 


Switch Rating: 10A-125V “T’, 5A-250V CAT. NO. 799 
Pilot Light Rating: 75W-125V with plaster ears 


Brown & Ivory 





Heavy duty switch. Pilot light internally connected 
to positive side of switch. Can be wired to con- 
trol light with pilot light indicating “on” or “off” 
or pilot light only controlled by switch when used 


as a nite lite. 
DUPLEX SINGLE POLE SWITCH 


Rated Each: 10A-125V “T’’, 5A-250V 


Two heavy duty switches “T’ rated. Both CAT. NO. 71] 
switches independent of each other on same with plaster ears 
circuit Brown & Ivory 


ALL LISTED BY UNDERWRITERS’ LABORATORIES CSA APPR. NO. 10016 





AND ALL WITH THESE EXTRA VALUE FEATURES 


1. Double wipe, phosphor bronze ‘'T 4. Quicker, easier to wire—binding 
contacts screws staked and backed out 

2. Heavy duty, rugged bakelite 5. Compact—to take up no more 
at room than ordinary switches. Wil! 


3 8 long mounting screws 
fit standard duplex wall plotes 


tached to strap 











STOCK THEM—SHOW THEM—CASH IN ON THE DEMAND 
SOLD THROUGH WHOLESALERS ONLY—SEND FOR FREE SAMPLE 








N 














PERFECTION IS NOT AN ACCIDENT“ 


LONG ISLAND CITY 1, NEW YORK 





PEOPLE IN THE NEWS 





MAX ALPERIN has been elected chair 
man of the board of Royal Electric Corp., 
Pawtucket, R. |. In over 30 years of 
service with Royal, an associate of Inter- 
national Telephone G Telegraph Corp., 
he ha served in many capacities, most 
recently as executive vice president and 


general manager 


E. George Hartmann has been elec- 
ted vice president-sales of John A. 
Roebling’s Sons Corp., Trenton, N. J. 
He succeeds Ernest C. Low, who re- 
tired Dec. 31 after 47 years of service. 
W. C. Palmer, replaces Hartmann as 
general product manager of Roebling’s 
Wire and Cold Rolled Products div., 
and F. T. Updike moves up as sales 
manager 


Paul Deger has joined the manage- 
ment team of Kemp Electric Supply 
Co., Middletown, Ohio, as an associ- 
ate, according to Lary Kemp, president 
of the distributorship. 


New executive appointments at The 
Thomas & Betts Co., Elizabeth, N. J. 
include: Karl G. Kempf, vice presi- 
dent-Sta-Kon div; H. Chester Moses, 
Jr,. vice president-Western div., and 
responsible for the Pacific Coast div.; 
C. A. Biddulph, vice president-Eastern 
div., and Carroll A. Badeau, adminis- 
trative vice president and chief engi- 
neer. 


Gerald P. McManus is manager- 
tape sales for the Boston Woven Hose 
& Rubber Co., div. of American Bilt- 
rite Rubber Co., Boston. He succeeds 
John B. Townsend, appointed district 
manager for the Memphis sales dis- 
trict. 


Earle J. Van Burkirk, vice president 
of Landers, Frary & Clark, New 
Britain, Conn. retired Jan. 1 after 43 
years in various sales capacities wtih 
the company 


Geroge E. Matilo is specialist for 
retail lamp sales through electrical dis- 
tributors by the General Electric Co., 
Large Lamp dept. His headquarters 
will be at Nela Park, Cleveland. 
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AC “CM” BUZZER 
Cat. No. 284 MI 


=e G— 


AC UNI-PACT HORNS AC UNI-PACT HORNS 
Cat. No. 123-U Two-Way Cat. No. 121-U Megaphone 
Projector Projector 


AC “CM” HORNS AC “CM” VIBRATING BELLS 
Cat. No. 128-S Cat. No. ATL-700 


IN SOUND AND SIGHT SIGNAL EQUIPMENT 





More and More 


Architects Specify 


SPERTI FARADAY 


FOR 


VIBRATING BELLS 
Cat. No. 2000 








e Flexibility 
e Dependability 
e Availability 





Sperti Faraday delivers the latest de- 
pendable developments in sound and sight 
communication systems for business, in 

Compressor ry F " 

Type } dustry, school, hospital, home. From a 
AIR TRUMPETS simple buzzer to the amazing Visicall 
Cat. No. 109-DC wee , . ] 
Cat No. 110-AC system that can revolutionize hospital 

care, it’s new and it’s dependable if it’s 
Sperti Faraday. 


DC BUZZER 
Cat. No. 101 











Engineering Tip: Youcansavea lotof time 
and worry by calling on Sperti Faraday 
engineers for answers to your audio-visual 
communications problems. No charge 


UTILITY CHIME 
Cat. No. 1531 


KODE MASTER 
for Coded Paging Systems 
Cat. No. 805 





AC WEATHERPROOF 


KODAIRE HORNS 
Cat. No. 136 


Since 1875 Designers and Producers of Visual and Audible Signals 
Adrian, Michigan 





+— 


AC UNI-PACT 
KODAIRE HORNS 
Cat. No. 133-S 


Write for full information. Sperti Fara 
day, Inc., Adrian, Mich. In Canada, writ 
Sperti Faraday of Canada, Ltd., Montreal 


Fire Alarm Systems ® 
Electrical ClockSystemse 
Hospital Systems e Visi- 
call « Audible Signals « 
Annunciators e Coded 
Paging Systems « Syn- 
chronous Clocks « Trans- 
formers ¢ Contact Devices 


Offices in 36 principal cities in the U.S.A. and Canada 


‘ 
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Zeke R. Smith was elected vice 
president of Potter & Brumfield, Inc., 
Princeton, Ind., and assigned the 
duties and title of director of engi- 
neering for the relay manufacturer, a 
subsidiary of American Machine & 
Foundry Co 


William J. McGraw is general sales 
manager, a newly created position, at 
Thor Power Tool Co., Chicago. He 
was formerly electric tool sales man- 


— agel 
ESS sa 
= iN Nathan Lifson, treasurer of Domin- 
y Pe | 
—* 





ion Electric Corp., since its incor- 
en” poration, became president of the 
Mansfield, Ohio, firm in the reorgani- 
zation that followed the death of pres- 
ident Benjamin Shaffer. Robert Shaf- 
fer, director of sales, was elected vice 
president, Shelden Shaffer secretary 
and Burton Lifson treasurer 














SINGLE-WIND WRAPPING FLEXIBLE AT LOW TEMPERATURES 





E. Warren Headlee has joined the 
Lonergan Coolerator div. of Mc- 
Graw-Edison Co. as manager of 
market research and product distribu- 
tion. The appointment is termed a 
step in sales expansion of the Albion, 
Mich. firm 


John K. Hodnette, vice president 
and general manager and a director 
of Westinghouse Electric Corp., Pitts- 
burgh, was awarded the 1957 Edison 
Medal of the American Institute of 
PERMANENT FAST STICKING ABRASION-RESISTANT Electrical Engineers. He was cited for 

contributions to the electrical industry 

FAST SELLING ONE through “creative design and develop- 

a -WRAP ment of transformer apparatus which 


marked new advances in protection, 


PRIMARY INSULATION =“ 


Arthur L. Ehlers, Cincinnati manu- 
i; ® facturers’ representative, received a 
Ole QUIK STIK 25-year service plaque from Murray 
ee . 
Mfg. Co. whom he has represented 
‘ since 1932. Paul B. Murray, president, 
polyethylene electrical tape made the presentation during the third 
National Electrical Exposition in Cin- 
cinnati 

















Ideal for all outdoor and indoor, underground or overhead 

wiring, in utilities, electronics, aircraft, automotive, and Paul A. Christenson, appointed to 
general use. the new post of works manager in the 
industrial controller div. of Square D 
Co., formerly was production man- 
ager of the Milwaukee operation. 


Stays flexible from minus 70°F to plus 200°F. 
Permanent strong tack—sticks anywhere! 


Dielectric strength tested to 1,000 volts per mil; uniform 
power factor over wide frequency range . : 
, 1 ' B A. Ralph Cooper, midwest regional 
Low moisture-permeability, high corona-resistance sales manager of The Black & Decker 
Mfg. Co., Towson, Md., recently re- 
ceived recognition for 30 years of 
LEARN HOW YOU CAN PROFIT from new Porter service 
QUIK-STIK polyethylene tape— write Quaker Rubber Division, 
H. K. Porter Company, Inc.; Philadelphia 24, Pa., or Joseph W. Steiner has been ap- 
Pittsburg, California. pointed director of engineering for the 
- Jefferson Electric Co., Bellwood, Il. 
‘a 84 \4 Mostly recently he was manager, in- 
Hi. K. PORTER COMPANY, INC. few Hegees.-~ 
terior lighting engineering section at 


QUAKER RUBBER DIVISION Westinghouse Electric Corp. 


Resists acids, alkalies, oils, solvents, fungus, bacteria, gases. 
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so eee 


_— 
ai 


rovaL PVC uneavy vurty 
CAPS AND CONNECTORS HAVE 


WINNING WAYS 


PATENT 
PENDING 


Llike PVC dead 

front caps—no 
exposed wires I like PVC one 
to worry about I like PVC for piece connec- 
no bother- satety | get tors no loose 
some fibers better. safer. eyelets or rivets 
washers cleaner wiring no screws to 
every time fall out and get 

lost. 


Y es, the electrical trade is going for Royal PV¢ 


in a big way the greatest engineering advance in caps 
and connectors in years! 


FREE SAMPLE Write on company 
letterhead for FREE SAMPLE today! 


ROYAL ELECTRIC CORPORATION 


an associate of International Telephone and Telegraph Corporation 
PAWTUCKET ° RHODE 1'SLANOD 
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John ( Borden, Cutler-Hammer 


J. 1. C. Boxes and NEMA Type 12 Cabinets vice president and controller has been 


uated to the Milwaukee firm’s board 
of directors. Thomas J. Manning has 
been appointed manager of the new 
Cutler-Hammer plant under construc 
tion at Lincoln, Ill. for manufacture of 
, 


14 


HOSS Boxes H. R. W vonnes : . = ntly Zz 


pointed m ld sales 


WW volt dist = yparatus 


Smooth corners . . . all sizes Pyle-National Co., Chicago. He joined 


from 4%" x 5" to as large Pyle-National in 195° listrict man 
ager at St yuis, aft ssi 
with the Ge 


as needed. Surface or flush 
mount, with hinged or screw- 
on covers. 


service 


“The Line of Least Resistance” Urban Doyle 


station | f Steber Mfg. 
a. 2 1\ \ 

G. J. Hales v president of 
Adalet Mfg. Co., Cleveland nd 


Henry D. Stecher, 

BOXES AND WIREWAY moves up to th 

Be sure of QUALITY, positive of excellent SERVICE on stock SALES REPRESENTATIVES 
or ‘'specials'’, with the complete line of BOSS Boxes, Wireway 
& Fittings. UL approved. Anderson Electric Corp., Birming 


ham, Al announces sales coverage 


. BOSS Flangeless Hinged Cover Lay-in Aap io yptalvonye es emanngg Bey 


the Chicago 





28 toe i Assemble and lay 
alii oe) in wire after wire- 
Alliance Mfg. Co., Inc., div. of 


way is installed — 
Consolidated ctronics Industries 


4 = — no wire pulling or pene ae : ate Béastin 
‘ 4 po i GB risk of damaging in man < Dallas, as ex 
“— aa} Tritiiclitele 1usive reser ti\ Texas, Okla- 
, | sian nd Arkansas tor 


ssumed sales 


BOSS Flanged Hinged Cover " distribu on of Seeslons clocks in 


aCelile (to Mele ofelii 


ends ... any 3 Ihe Miller ¢ o., Meriden, Conn, 

‘oa lists Jol H. Ril f k Riley 
J <= j Associates s represent for the 
tions can be put = . itonen ante. Wieided SF iat initia 


together. Knock- : . had the Chicago territory has joined 


number of sec- 


outs on sides j F ti the Riley agency and will continue to 


M 


rent t 
epresent 


and back. 
Ruby-Philite Corp., Long Island 

ms Ww.. 4 Evans & 

representa 


the western 


Equipped with 

peninst l Hpaumann Oo 
protective screw Chicago ' sentative for the 
shields. Cover has Chicago 


keyholes for easy 


“Peewee th Clark Controller Co., Cleveland, 
removal without has named Sidn¢ W. Nelson a sales 


entirely removing representativ n med him to 
screws. the Cincinna listrict 


Sold thru leading distributors. Write for new complete line Catalog. B ahead grsig * aes src 
3 raintre iSs rece tly appol ec 


THE HUENEFELD CO. pg soree Cn ot bee sae 


ton : itatives for Okla 
2703 Spring Grove Avenue CINCINNATI 25, OHIO homa and the Amar nd Panhandle 


section 
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E-A-S-Y DOES IT! 


j 
ACTUAL SIZE 


\ | 
vi 


UL LISTED — CSA APPROVED 


US. Pat. No. 2,820,113 
Other patents pending 
Foreign patents applied for 


Sets The Pace With The 


E-A-S-Y ACTION...E-A-S-Y TO INSTALL 


No knob to turn. No toggle to flip. Now, there’s a switch designed 
for today’s push-button living. It’s “B’’ Touchette, the touch 
switch with feather-light operation. Not only that ... but when you 
specify Touchette for new construction or remodeling jobs, you have 
easy installation, as well. Touchette measures just one inch in 
depth . . . allows for quick, simple installation . . . even in boxes where 
several wires enter. 

Touchette needs no special wiring . . . fits standard outlet boxes and 
toggle wall plates and operates on full line voltage. Rated 15A—120 
—277V, it withstands motor loads up to 80% of rated capacity. 


3, é 
> RN All these features . . . and “‘B’’ Touchette is the least expensive 
touch... it’s lit Ri Eos touch switch on the market! 


Available in single pole, double pole, 3-way and 4-way models. Brown or ivory touch button. 


Sold only through electrical wholesalers. 


Or for further information and prices, write: Dept. W2 %. fetolet ta manufacturing co., inc. emmaus, pa. 
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OBITUARIES 





You can count on | Charles L. Smith 


ELLA LAIR ON  s o ine International Assoe' 


. i tion of Electrical Inspectors, and 

) “d # I y / y 4, 4 | authority on the National Electrical 
z OU OF €} L JE qua it Code, died Nov. 12 in Chicago. He 
was also electrical field engineer fot 


CIRCLE A W PRODUCTS the National Fire Protection Assoc., 

“y secretary of the NEC committee and 
the electrical section, NEPA, editor 
of the NEC, revising author McGraw- 
Hill Electrical Handbook and editor 
of the official IAEL publication. Smith 
was employed in many phases of the 
electrical industry from the age of 12; 
during the past 10 years he did much 





HORIZONTAL MOUNTING 
~— - + to assist municipal and other govern- 


Cat. No.of Height Width Weight Renee , aero es 
No Sheters tadhes tudhes Each mental authorities in a better under- 
a eae f ee ee Standing of the Code 
O11HS 8 7 Ibs. . 


1 1 

pire a vig Charles E. Scheffner 
014HS 40 27 Ibs. Charles E. Scheffner, 80, former 
015HS 50 34 Ibs. secretary of the Boggis-Johnson Elec- 
_O16HS— 6 60 40 Ibs. tric Co., Milwaukee, died Jan. 2. He 





VERTICAL MOUNTING joined the company in 1916, the year 
SE 4 it was established 
Cat. No. of Height Width Weight 
Se 
O21VS 9 7 Ibs. 
022VS 20 14 Ibs. Anna Lappin, 73, secretary of the 
023VS 30 22 Ibs. Lappin Electric Co., Milwaukee, died 
024VS 40 27 Ibs. Jan. 2. She was the wife of David ¢ 
025VS 50 34 Ibs. Lappin, president of the company 
014HS BUSSED 026VS 60 


Anna Lappin 





ASSOCIATION NEWS 


ae ae WASHINGTO! » Electric 1 
200 Amp. Meter Trough LEFT % ¥ once oie aa oth to 


S k t-T M t D . : at the Shoreham Hotel is billed as a 
0C e ype e ers = A-W 204F ~~ A three-star affair, celebrating the insti- 
th S li Ri — y tute’s silver anniversary year, the birth- 

wi ea ing Ings : RIGHT A. Edison, and Na- 


day of Thomas 


4/0 Wire Capacity —— | more : 3 tional Electrical Week. 


a NEW ORLEANS—Frank Prattini 
Cat. No. of — Terminals ie was elected Electrical Assn. president 
Ne. Meters Per Meter Description for 1958; W. H. Bramblett was chosen 








AW204 4 Outdoor surface with B base hub : executive vice president 
A204CC 4 Outdoor Surface with B base hub 
AW 204F Outdoor Flush . CHATTANOOGA—New officers in- 
A204FCC Flush Mount Circuit Closing , stalled for the 1958 season of the 
AW204FB 1 Outdoor Flush Brick Veneer ° Electric League include Melvin Wes- 
AW205 Outdoor Surface with B base hub Ibs. sell, president and chairman, develop- 
A207 1 7 Outdoor Surface with B base hub ; ment committee; Joe Gates, first vice 
AW184 Indoor Surface : president and chairman, code com- 
mittee; Mitchell Howard, second vice 
ALL CIRCLE A-W PRODUCTS are manufactured by... president; Alex Erwin, treasurer; Paul 
ALWALT MANUFACTURING COMPANY, Modesto, California Mensien, secretary, and Hassell 
. : Qualls, assistant secretary. The new 

and sold through electrical wholesalers only! president's program stressed enlarging 

Write for complete catalog to.. league membership and _ increasing 
residential electrical consumption dur- 


ing 1958 with more all-electric homes 
CIRCLE A-W PRODU Gee 

| 

| 

| 











COM PANY CHICAGO—John A Bonnevier, 


; . WESCO, Chicago, is the new presi- 
P. O. Box 1171 Modesto, California dent of the Electrical Credit Assn 
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To sell Electrical products... 
You've got to sell 
ALL 3) Electrical men: 














@ The man who DESIGNS 
electrical systems... 


Jack Loveland is a consulting 





These three men give you their very good 


electrical engineer with Harold 
Spitznagel & Associates, Sioux 
Falls, South Dakota. He says, “Our 
primary objective is to provide 
our clients with up-to-date, serv- 
iceable construction. ELECTRI- 
CAL CONSTRUCTION and 
MAINTENANCE gives us the op- 
portunity of viewing new trade 
practices from the design, instal- 
lation and maintenance viewpoint 
Your case history articles are most 
informative.” 


@ The man who INSTALLS 
electrical systems .. . 





Electrical contractor H. E. Stone, 
owner of Atlantic Electric Com- 
pany, Solana Beach, Cal., tells us 
he depends on ELECTRICAL 
CONSTRUCTION and MAIN- 
TENANCE for information on the 
electrical code. He reads it also 
for cost estimating methods .. . 
facts on new electrical equipment 
. .. labor-saving and cost-saving 
ideas. 


© The man who MAINTAINS 


electrical syste 


f 


ahh 





ms. * e 


Sandalio Valentin, assistant re- 
search engineer, functions as 
plant electrical engineer for Elec- 
tronic Mechanics, Inc.,Clifton, N.J 
He says, “Besides assisting in re- 
search work, I do most of the 
electrical work in my company. 
ELECTRICAL CONSTRUCTION 
and MAINTENANCE is for me 
like a reference book, where I find 
articles on new developments, de- 
scriptions of electrical supplies, 
and practically all answers to my 


electrical questions.” 
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reasons why they are paid subscribers to 
ELECTRICAL CONSTRUCTION AND 
MAINTENANCE. 


All three — the electrical contractor. . .con- 
sulting engineer...plant electrical engi- 
neer—exert equal influence on product 
selection in the electrical construction and 
maintenance field. 


It’s vital that you direct your advertising 
sales messages to all three. 


... With three separate advertising sched- 
ules?...Not at all. 


ELECTRICAL CONSTRUCTION AND 
MAINTENANCE wraps up their tech- 
nical interests in a single package. It is the 
only publication that serves the require- 
ments of all three groups. 


ELECTRICAL CONSTRUCTION AND 
MAINTENANCE has 35,500 paid sub- 
scribers, in all areas of the country. Over 
and over they emphasize how highly they 
value its editorial content, and the product 
facts your advertising gives them...to 
help select electrical products that will en- 
able them to do their jobs most effectively! 


The men whodesign, build and maintain America’s 
electrical systems pay to read 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


A McGRAW-HILL PUBLICATION vo 
330 WEST 42nd STREET, @ 
NEW YORK 36, N. Y. 





& BE SURE OF QUALITY NEW LITERATURE 


BE SURE OF CUSTOMER SATISFACTION , Transformers—New Instruction Man 
\ = | ual has factual and technical informa- 
WITH VII i bh { | tion on dry type, air immersed-self 
| cooled transformers — from installa- 
} tion to maintenance. A chart showing 
FLOODLIGHTS | impulse insulation levels of dry type 
transformer is included. Copies avail- 
able from Precision Transformer 
siti rete Corp., 2218 W. Lake St., Chicago 12, 
gp ALZAK FINISH SEND Il. 


CAST ALUMINUM 





, FOR Connectors—How to Select a Cannon 

on lg ; ia a sturoy Plug—or an orientation to 53,000 
STING | Tha POSITION NEW . 

LENS | Sie LOCKING connectors—is theme of a 40-page 

LEVER BULLETIN Plug Guide, with handy check chart. 

MAL eeneer ON Also indicates specific catalogs to 

PACKING order for complete data on each series 

GLAND NUT MULTI | of connector. Available from Cannon 

QUALITY | Electric Co., 3208 Humboldt St., Los 


Angeles 31, Calif 
LIGHTING 


ALUMINUM 


LENS HOLDING — * ’ EQUIPMENT Ballasts—Installation Suggestions and 
HEAVY DUTY Operating Characteristics for Fluores- 
2 CONDUCTOR | cent Lamp Ballasts details data on 

MALLEABLE PIPE RUBBER CORD : 

CLAMP FITTINGS | types of lamps, starters and ballasts, 

THOROUGHLY PLATED | also on ballast installation and opera- 


¢o U = tion. Bulletin GET-922J—16 pages— 


RING 


published by General Electric Co., 
Schenectady 5, N. Y. 


; ELECTRIC MFG. INC. | Controlled Brightness Lighting—Four 
4223 WESTLAKE STREET fa ile Velo mye ¥ | page brochure covers several phases 


of construction and application of fix- 
tures especially designed for Power 
Groove lamps. Write Paramount In- 
dustries, Inc., Flint, Mich. 

















Recessed Troffers — Catalog bulletin 
Section 2T illustrates versatility of- 
fered by Versaline-Grid troffers— 
shows how three fixture sizes can be- 
come 100 types. Installation draw- 
ings, specifications and application 
data also included. Write The Miller 
Co., Meriden, Conn. 


Brackets—Illuminating facts on new 
street lighting brackets designed espe- 
cially for fluorescent luminaires are 
published in Bulletin No. P-1057. 
Hubbard & Co., Pittsburgh 1, Pa. 


Fixtures — Catalog supplement, illus- 
trated in color, presents advance in- 
Selection formation on company’s 1958 residen- 
tial and commercial fixtures, 
introduces new “Hi-Hat” recessed fix- 
Specification tures with exclusive “T-N-T” mount- 
ing. Also features new “Accent” fix- 
Data tures and “Companion” line, plus 
many others. Free from Markstone ° 
Write for | Mfg. Co. 1531 N. Kingsbury St., 


d Chicago 22, Ill. 
Bulletin 158 





Fittings — Bulletin 85 on electrical 
| conduit and cable fittings has illustra- 
| tion of each item available plus brief 

, 2c} - . é, 
n\ THE Adalet MANUFACTURING COMPANY n\ | copy on design, features. 62 pages. 
| The Thomas & Betts Co., 36 Butler 

a 14300 LORAIN AVENUE CLEVELAND OHIO ont 


J St., Elizabeth, N. J 
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Portable Tools A 30-page buying 
guide for 1958 describes 70 portable 
electric tools and kits with over 400 
accessories for builders, utility and 
maintenance crews, contractors, etc 
Includes over 150 illustrations, com- 
plete specifications, and prices. Re- 
quest Catalog No. 105 from Porter 
Cable Machine Co., 118 Exchange St., 
Syracuse, N. Y. 


Utility Equipment — Catalog #58-|! 
commemorates 25 years of production 
for utility industry, contains descrip- 
tions of over 250 items arranged in 
seven sub-title sections for easy refer- 
ence. Also includes a meter socket 
application and selection chart to aid 
industry users. 54 page catalog, dis- 
tributed by Utility div., Binkley Mfg 
Co., Warrenton, Mo. 





Fluorescent Equipment Informa 
tion on highlights of company’s fluo- 
equipment, plus section on 
“four good new lighting,’ 
plus key to individual detailed cata 
logs are in new 1958 “Pony” conden- 
sed catalog. Write Smithcraft Lighting, 
233 Everett Ave., Chelsea 50, Mass 


rescent 
ideas in 





Cable Supports A permanent file 
for information on cable supports now 
being distributed will be followed by 
mailings on further developments in 
this product field. File offers how-to- 
install tips and other purchaser data 
Published by T. J. Cope div., Rome 
Cable Corp., Collegeville, Pa 








Limit Switch Bulletin 20 announces 
“Plug-in Limit,” shows via stopwatch 
detail ability of maintenance man to 
replace this precision limit switch in 
just 20 seconds. Dimension drawings, 
mounting information and prices on 
five types are included. Available from 


Micro Switch div., Minneapolis- 
Honeywell Regulator Co., Freeport, 
Ill. 

Solderless Wiring Devices—Revised 


catalog describes and illustrates solder- 
less terminals and connectors for 
crimping to wire extremities. Samples 
included. Electrix Terminals & Con- 
nectors, Inc. 990 E. 67th St., Cleve 
land 3, Ohio. 


Circuit Breakers, Switchgear—Major 
operating and maintenance innovations 
of new K-line equipment are featured 
in bulletin 6004-C, now available. The 
20-page, two-color bulletin combines 
construction details, application tables, 
basic information on _ low-voltage 
power circuit breakers, dimensional 
tables, sample specification form, and 
typical layout drawing of switchgear 
assembly; it wraps all of this in an 
attractive four-color “art” 
Write to I-T-E Circuit Breaker Co 
Switchgear div., 19th & Hamilton St 
Philadelphia 30, Pa. 


cover 












MR. JOBBER: Your customers are reading this 
ad right now in their favorite magazines... 

































new 
Remcon 



































Prlot 
Late 
Switch 






































a new concept in 
ae Remote Control Switching 
| by Remcon 










This most beautiful switch of all tells at a glance whether lights are 
on or off anywhere in the house. It’s the ultimate in remote contro] 
light. Each switch on the hi-fashion Remcon plate has its own tiny 





6-volt gem-light. The pilot lite circuitry employs the three wires 






used for wiring switch: no additional wiring or transformer 
needed. That’s real convenience real remote control. That’s 
Remcon. On your next job, use easy-to-install Remcon Pilot-Lite 





} 


switches and relays. Just a few pennies more than conventional 





switches. See your jobber or write Pyramid Instrument (¢ 


= tion, Lynbrook, N. Y., makers of the w 


Orpora 


rid-tamous AMPROBE. 














NEW PRODUCTS YOU CAN USE 





Conveyor Belting 


New York Rubber Corp., 100 Park 
Ave., New York 17, N. Y. 
A new cross-corrugated belt, designed 
for inclined package conveyors and 
particularly suited for use on steep 
inclines is now available. The high 
resistance to slippage of “Ridgetop” 
belting permits shorter flights for con- 
veyors, according to announcement, 
and helps save floor space. May be 
used in new or existing installations. 





won't damage glass\\X, tubing eden Oadket 
let alone wire or cable! ca ate faced aed, eee 


Corp ye) Fourth Ave 
ARROW STAPLE GUNS can't damage wire or 10. ns } 
cable because driving blade automatically stops staple at 
right height! That’s why Arrow Staple Guns are proved 
safer on jobs all over the country. And Arrow staples have 
tremendous holding power because they're rosin-coated, 
have diverging points that lock into wood. 
T-25 (shown) for wires up to 4” in diameter. (Hi-Fi wire, radiant 
mae sues trio sigma covsors oso Ki"; ters ond to? apes tee St qinch.. The pocket is ctsnteed in: the 
7.258 For burglar alarm wiring. Selees staples flush of List $15 recently introduced “aristocrat” Kar- 
T-75 For non-metallic sheathed cable, Romex cable or any other 
object (such as copper tubing) up to 4%” in diameter. Uses %,” for positive lay-back, the maker states, 


. aah i 
%”, and %” Arrow staples List $15 the new stock can withstand more 


ARROW FASTENER COMPANY, (NC. than a million flexings of the hinge. 


ONE JUNIUS STREET, BROOKLYN 12, N Y 


dye = FILMS AVAILABLE 


new electric 
- . “Practical Dreamer’ This full-color 
push button fant, : film is billed as a fantasy woven about 


the hard facts of good kitchen plan- 


D E A | Pa = il ning. The film’s primary appeal is to 
women viewers; its running time of 


13% minutes allows it to fit into a 


the 15-minute segment of television time, 
$ with a 90-second local tie-in announce- 

ment telling where viewers should ad- 

! requests for copies of the 


dress 
COLORAMA"™ i} = re : Kitchen Planning Book offered. (Spon- 
+ sors handle requests, get names of 
sales prospects.) Produced for U. S 
Steel Corp., Pittsburgh, Pa. and avail- 


Improved version of company’s Kar- 
dex pocket, announcement states, fea- 
tures positive lay-back, stronger inter- 
locking lubs, more resistance to wear 


and a new eye-soothing green card 


dex cabinet. In spite of extra scoring, 





featuring 4 new 

push buttons y . 

including the most able without cost 

beautiful push 

button in the world, : ° 

THE SCROLL” — ? gee “Energetically Yours” — The benefits 

with ‘“‘Welcome” for | 7 

visitors engraved on to man of electricity and other energy 

its face! sources and how they contribute to 

Only $33.93 list, his better living is the subject of a 13- 

SO UNUSUAL IT SELLS IT- for 32 push buttons. | minute color film, designed by 

SELF WHEREVER DISPLAYED : “Punch” cartoonist Ronald Searle. The 
| demand for energy is rising today; the 

challenge of finding ways to produce 

energy can be met, the film states, as 


Place one with every dealer—he'll Display and Stand FREE 
profit with continuous repeat sales 


12 most wanted bell buttons dramatically presented on an artist's palette long as man is free to search and dis- 
display over 12 rich spectrum colors = 


SAAN Mine eatahes ealitiin Midian a6 13 eamies oth ents weet Retail Price cover. Requests for free-loan 16mm 
iron cael. — introductory “‘back up” stock of 20 push buttons packed individually Card, Dealer- prints should be directed to Standard 
in colorful Trine boxes, for a total of 32 push buttons . , 

Jobber Cost Oil Co. (New Jersey)-Room 1610, 30 


17 


DISPLAY—authentically simulates artist's palette 7” wide thick panel Cc 
+ ard attached R > I , 
ockefeller Plaza, New York 20 


TRINE MFG. CORP., 1430 Ferris Place, New York 61, N.Y. oT... | as es 
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Combination 





BOOK REVIEWS 





| | UNIVERSAL 
Electrical Construction Cost Biy-\:) we :17- aoaela 


Manual 


Ralph E. Johnson ° 
McGraw-Hill Book Co., Inc. Speed Deliveries 


New York, N. Y. and 


Wholesalers’ salesman who want to 
understand more about how their con- 


tractor customers estimate electrical » our In ven t re) ry N PY -¥e ks 


Lower 





work, what makes up standard assem- 
blies, how they take-off, price, and 


handle unit costs will find out in this " if A L F L E xX ad 


manual. Many clear drawing illustrate / 

fundamentals of installing electrical Extra lexible 

work. All methods and procedures are 

demonstrated by realistic examples. LIQUID- TITE 

ideas CONDUIT 

Aid Available Now Available 

A free nationwide consulting service in 1000-foot 
_ esses and non- —— reels 

ONDUIT 


is now available to businesses and Write for 
associations interested in developing DISTRIBUTOR ELECTRICAL C 


brarie informs -enters. 

libraries or information centers. This CATALOG EPB-3 (7-1-57) 
service offering expert advice on need, 
cost, equipment, etc. is backed by 


ee ee eee : Quality . . . ALL METAL FLEXIBLE HOSE PRODUCTS 


ject specialists, members of the inter- 
ational Special Libraries Assn. with 
noes ea agg 31 E. 10th “% aon UNIVERSAL METAL HOSE co. 


y oO 3, N. # . . 
” : 2107 South Kedzie Avenue Chicago 23, Illinois 


2" ‘ 


in 3% , %" sizes. 











aad. ALBANY RBR 


moisture resistant | WIRE PULLING COMPOUND 


... pulls all covered wires 
and non-metallic cables. . 


FASTER and 
TRY EASIER! 


IT 
e No mixing required 
ONCE... e Non-evaporating 


YOU'LL e Clean to use 
USE e Easy to apply 
° Listed Underwriter’s re-examination 


then you're talking about IT 
CONTINENTAL ALWAYS! service 


insulated wire and cable 
ADAM COOK'S SONS, INC. 


i ( ontinental | 
, Sectics LINDEN, NEW JERSEY 


WIRE CORPORATION ’ Products 
j WALLINGFORD, CONN. @ YORK, PENNA. 4 Division 


Order through your Electrical Supply House 
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Latrobe 
Electrical 
Products 


“Latrobe” Floor Boxes and Wir- 
ing Specialties are top perform- 
ers because they are expertly de- 
signed of the finest materials. 


“Latrobe’’ Products are proof 
that the shortest road to effi- 
ciency and economy lies through 
quality. 


Non-Adjustable 
Watertight 
Floor Box 

Unique, practical design 
cuts installation time 
makes safer job and 
leaves more wire space 
inside box. Cover plate 
is 31 diameter 


Adjustable 
Floor Box 
Designed for tele 
phone outlet or where 
permanent connec 
tions are made, or as 
a junction box. All 
adjustable boxes are 

fire proof 


Insulator Supports 
Fasten porcelain or glass in 
sulators to steel framework 
without punching holes. 3 
sizes—I”, 142”, 2” and 212” 


“Latrobe” 
Pipe or Conduit k 
Clamp 
This clamp is made 
with a double 
safety bite of case 
hardened tool steel 
Two models—Right 
Angle and the Par- 
allel support. Each model comes in 10 sizes 
to handle pipe or conduit 12” thru 4 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes . . . Cover Plates 
Junction Boxes ... Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representatives in all principal cities 


Putman 


Manufacturing ©o. 
JEFFERSON STREET 


a 


1209-1215 


LATROBE. 


NEW PRODUCTS 





Touch-type Switch 
Rodale M fe Co Inc 
Pa 
Model B 
the least 
tvpe switch yet 
depth allows for quick, simple instal- 
lation 
wires enter 
ment. Model B needs no special wit 
ing, maker fits standard outlet 
boxes and toggle wall plates and op- 
erates on full line voltage. Rated 15- 
amp, 120/277-v, it withstands motor 


Emmaus 


Touchette is announced as 


expensive, smallest touch 


produced. Its 1-in 
where several 


even in boxes 


according to announce 
States 


loads up to VU of rated capacity 


Relay 
Potter & 


Brumfieli In 


\ new dual coil crystal-case size relay 
one-watt, three 
millisecond either coil and 
features very high shock and vibration 


that operates on a 


pulse to 


resistance 1s now being produced. Des- 
ignated the SL, this magnetic latch- 
than twice 
pressure of any DPDT 


produce! 


ing relay develops more 
the contact 
relay of comparable size, 


states. The relay can be mounted by 


eeeeeeeeeeeee eeeeeeees, 


BRAND 
NEW! 


eed 


Weatherproof 2-Gang 
Combination 


SWITCH AND U-GROUND 
OUTLET ASSEMBLY 


This latest Perfect-Line quality Assembly 
is designed for safe, trouble-free service 
in exterior or interior installations, 
mounted on either 2-gang or FS flat-face 
fittings. The sure-contact switch used is 
“t"-rated and the dual u-ground, easily 
wired receptacles are of the double con- 
tact type. Rated for 15 amps, 125/250 V. 
FEATURES: Precision-made of .040 Brass plate with 
2 highly corrosion-resistant sprayed aluminum finish 
Diecast Aluminum cover self-seal rubber gasket 
jually packaged with moisture-proof mat and 
ary mounting screws; Meets all R.E.A 
U.L. Approved 
FOR FURTHER INFORMATION AND PRICES WRITE 


PERFECTSUINE: 


Tyas eain is CORP. 4 
Hicksville; Lad)? NY: 














YOU CAN 
REST ASSURED 
YOUR 
CUSTOMERS 
WILL HAVE 
THE BEST 
POWER 
BLACKOUT 
PROTECTION 


Sell 


KATOLIGHT 


STANDBY 
POWER PLANTS 


Katolight can fur 
s to meet 
well 


Sizes t “400 KW for eve 
PORTABLE POWER PLANTS 
Han rugged, low t Katolight 
Portable Plants makes power 
any job available anywhere 
tarting loads and all power t 
equipment. Sizes 350 to 100.f 
Watts and 


MOTOR GENERATOR SETS 


C. to A. C.—A. C. to 
1200 cycles. Wide 


ROTARY CONVERTERS 
Change D. C. to A Widely 
used in communicat 
aircraft boats 
watts in standare 
frequencies or voltages 


WRITE TODAY FOR BIG NEW FOLDER! 


ice Eici jmee) ive) Fuse). 
x 891-92 - Mankato, Mi nesota 


BRILLIANT FLASHES 
A MINUTE 


DIFFERENT 
COLOR! 


the NEW 
AMAZING 


360° 


REVOLVING LIGHT SENSATION! 
NEW TRIPPE 


HI-BALL 
MARK III 


<<; 


= 4 4 
ee 5 = 





Fascinating just to watch it! Can increose 
trade 25% or more the day it's installed 
Covers 360 like an airplane beacon with 
a different colored flash every 7 2 sec- 
onds. Does not conflict with traffic signals. 
Made like a fine watch to run trouble free 
indefintely from 40 below zero to hottest 
days. Long life 50-watt bulb burns over 
2500 hours 

Write or Wire today for Beautiful Catalog 


TRIPPE MFG. COMPANY, Dept. x 
133 N. Jefferson St., Chicago 6, Ill. 


silent! 
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plug-in headers or hook end solder 
terminals for two #24 Awg wires 


brackets or studs; it is equipped with PROMPT SERVICE ANYWHERE IN THE U. * 
u 





Potentiometers 
San Fernando Electric Mfg. Co when 


1509 First St., San Fernando, Calif you handle 
An expanded line of “Mite-E-Mite” If you sell Hevi-Duty transformers, your customer enjoys 


precision potentiometers, with bodies HEVI-DUTY quick deliveries and convenient, nearby service and you 
CIs 


nilenahiiin: tah ahia al ge benefit from his good will 

‘ « - - ‘ 7 as 

I I , bl — os helf” ois dike ’ J ‘ dry type Hevi Duty sales and service represe ntatives are strate 
avVansuIe as ane items: USNS, gically located throughout the United States. It takes only 
servo and solder mountable models transformers 


a phone call to bring immediate personal service 
Features include: semi-hermetic seal 


You can quote delivery from stock on: Single-phase 
consisting of O-Ring seal and glass- units up to 100 KVA, 240/480 — 120/240 V. Three-phase 
sealer header; subminiature _ size, units up to 75 KVA, 480/208Y/120 \ 
weight only 10 grams. Resistance ' e jor a complete Specialty transformers can be made to order 
range is up to 150K ohms; and am- aaa pie cob ca 
bient temperature range is from gram on dry type power HEVI-DUTY ELECTRIC COMPANY 
55C to +125C standard distribution r contre HEAT PROCESSING FURNACES HEMI=BHTY ELECT@IC EXCLUSIVELY 
9 4 . DY TYPE TRANSFORMERS CONSTANT CURRENT REGULATORS 
MILWAUKEE 1, WISCONSIN 





RIGID 
PIPE COUPLINGS 


POCKET-PACK 
ee 50’s”’ 


New ''shirt pocket'’ package of 

50 ‘'Hold-Tite'’ cable staples! 

Fits right into the shirt pocket 
, an easy-to-reach spot while fastening cable. POCKET- 
PACK ''50's"’ are handy to keep in any tool box. Reserve 
supplies are easily identified on storage shelf with staple 
size and quantity clearly showing. 


Try a POCKET-PACK "50's" package on your next job! 
a a opeeeeseseeseeeeeeeseecece=a= 


th E. H. TITCHENER & Co. 


: = | 7 nton Stree nghomton, N. Y 
IN STOCK = Dept. 3805, 67 Clinto eet, Bing t 





: Please send a sample POCKET-PACK ''S0's’’ of 
V2" to 6” sizes 
No. 20! — Style T %” staple 


BLACK ENAMELED = = ! 4 ; } No. 202 Reguicr Romex |'/” staple 
“ } No. 203A E-Z Drive Romex |” staple 
HOT DIP GALVANIZED 





Conouit Nippce Mec. co. 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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PV YPPOPDIPP IPN 2 552. 


INSULATING CO. 


meet 
Every 
Requirement 


that fits 
your need 


RUBBER 


UNION INSULATING CO. 


PARKERSBURG, WEST YIRGINIA 


Conduit, BX Connectors 
Badger Die Casting Corp., Milwau- 
kee, uw is. 


No knuckle company’s 
promise to using new 
snap-in type connectors: A for joining 
conduit or B for joining BX cable to 
terminal boxes. C illustrates both 
types of connections made without 
nuts D is coupler, also 
available, for joining conduit to BX. 
Cable connectors are made in one 
size to take ¥%- to Y2-in BX and 
Greenfield cable up to 42-in (without 
wires). UL approved 


bruises is 
electricians 


inside box; 


Circuit Breaker 

I-T-E Circuit Breaker Co., Small 
Air Circuit Breaker div., 19th & Ham- 
ilton Sts., Philadelphia 30, Pa. 


Company has combined its 600-amp 
“L” frame and 800-amp “M” frame 
circuit breakers and introduced a new 
heavy duty 800-amp “LM” frame 
which is UL approved through its full 
continuous current range. It is inter- 
changeable with either of previous 
breakers. The “LM” may be used as 
a panelboard main breaker, in power 
panels, switchboards, motor controls 
bus duct plugs and individual enclo- 


sures 


UM Mb Na 


WHEN YOU WANT iT 


From Chicago you can get immediate 
delivery on... 





PVC BUS-DROP CABLE 


which is one of the many constructions 
carried in our Chicago Warehouse stock. 
Also, all types of Power, Control, Light- 
ing and Communication Cable. 


Let us supply your wire requirements. 


UNIVERSAL WIRE & CABLE CO. 
2915 N. Pauline St., Chicago 13, Ill. 


Branches in Houston, Los Angeles 
and San Francisco 


Millions of Steel 


IIFFY CLIPS 


Serving the Electrical Industry 


MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 

materials and con- 

trolled manufacture 

have built ‘‘top-service 

and longest life” into 
Minerallac Electrical Spe- 

cialties. That's why the elec- 

trical industry ‘‘prefers Miner- 
allac”...in steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street— Chicago 7, Illinois 


MINERALLAC 





CLAMP... LOCK 
‘You CONNECTIONS 

, This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 





No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 
For More Details, Sizes and Prices 


WRITE FOR CATALOG 


KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 
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cLASsIFIED SELLING OPPORTUNITIES avvertisine 


AGENTS WANTED LINES WANTED PCSITIONS WANTED BUSINESS OPPORTUNITIES 


UNDISPLAYED 


words as a line. 


Box Numbers—counts as 1 line 
Discount of 10% if full payment 
insertions 


Send NEW ADS or INQUIRIES to Classified Advertising Diy 


$1.50 per line minimum 3 lines. To figure advance payment count 5 average 


o 
nee for 4 


age 
ar 





An advertising inch i 


DISPLAYED 


of ELECTRICAL WHOLESALING, P. O. Box 12, New York 36. March issue closes Feb. 13 





TWO ELECTRICAL 
MANUFACTURERS CAN 
INCREASE SALES IN THE WEST! 


Well-established Northern Cali- 
fornia electrical sales organization 
now able to handle two additional 
lines — lighting, electrical tools, 
small appliances, or apparatus. 
Our company is five years old, has 
done outstanding job for the ten 
companies we now represent (all 
are top grade electrical equipment 
manufacturers). 

We have four salesmen covering 
Northern California and Nevada. 
Ample warehouse space, including 
spur track; good office facilities. 
Will add more salesmen as volume 
from new lines warrants. 

If you are not now represented 
this area, or if you want a better 
sales job in this rich and growing 
market write today to: 


THE BAXTER COMPANY 
101 Kansas Street 
San Francisco 3, California 











SELLING OPPORTUNITIES OFFERED 


Manufacturers Representatives Wanted: Outlet 
and Switch Boxes. Readjustment of territories 

Inquiries from representatives interested in a line 

invited. RW-6911, Electrical Wholesaling 


Manufacturers Representatives Wanted by manu- 

facturer of a quality line of cutout boxes, pull 
boxes, wireway, spec. boxes & panels etc. P.T.M 
Box Co., 230¢ N. llth Street, 
Pennsylvania. 


Philadelphia 


SELLING OPPORTUNITIES WANTED 


Manufacturers Representative with warehouse 

and selling organization covering So. Cali- 
fernia, Arizona and Nevada calling on electrical 
distributors seeks additional line RA-6515 
Electrical Wholesaling. 


February, 1958—ELECTRICAL WHOLESALING 


Class. Adv. Div., 





WaANTED—ELECTRICAL LINES 


Agent established as principal in 
Middle Atlantic States for 17 years 
moving to Southeastern Ga. 
Interested in all items for 


Utilities, Electrical Contractors 
and 
Electrical Distributors. 


Territory Southeastern Ga., South 
Carolina, Northern Florida 


RA-7052 ELECTRICAL WHOLESALING 


P.O. Box 12, N.Y. 36, N.Y. 








JOBBERS ORDERS AVAILABLE 


PLENTY OF BUSINESS FOR FROM 
METROPOLITAN NEW YORK AND NORTHERN 
NEW JERSEY. WE CAN SELL YOUR PRODUCTS 
ror REFERENCES 
RA-7149 ELECTRICAL WHOLESALING 
Class. Adv. Div., P.O, Box 12, N.Y. 36, N.Y 











SELLING OPPORTUNITIES WANTED 


Sales 
gineer, age 
architects engineers r 
wholesalers in N.J 
Will consider 
iusive ly if 
I will not give yo 
want thorough 
ervice, correct information & being in the 1 
place at the right time, write RA-7137, Electric: 
Wholesaling 


Representative—Graduate Electrical En- 
i years experience calling or 
mtractors & electrica 
ares reputable product 
epresenting one ympany ex 
potential is hans $15 
overnight results but if 
representation built 


earning 


sales 


Former National Sales Manager for leading 

Manufacturer now established as Manufac- 
turers Representative in New York and New 
Jersey. Calling on jobbers and contractors. Still 
handling line of former employer ond can supply 
seSerenem. Creative and energetic cov 


t available. RA-7 Elec- 


excellent 
erage for your pré 
trical Wholesaling 


Wanted Electro-Mechanical Items for OEMs. 

Established Mi« lwest reps. Chicago & 200 Miles 
E.F Graduate 2 yrs combined engineering 
sales. Handling elect. connectors, special motors 
& closed circuit TV. Experienced in power dis- 
tribution instrumentation contro panels and 
engineering rvice. RA-71091, Electrical Whole- 
saling 





MANUFACTURERS 
REPRESENTATIVES 


Now calling on engineers, purchasing agents 
of Industrials, Public Utilities as well as Fiec 
trical Wholesalers wanted by old established 
company manufacturing a line of electrical 
specialties, plugs, sockets, portable guards, in 
spection lights, electric cord reels, etc. now 
standard with many of the leading companies 
throughout the country for 

(1) St. Louis Territory 

2) Northern New York State 

3) State of Michigan 


RW 69586 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, ill. 








Manufacturers representatives wanted to 
saiers 
|. Nebraska—North and 
2. Kentucky 
3. Eastern Missouri 
4. Ohio 

Selling complete line plastic 
and cables. 
Write giving deta 

W -6944 ELECTRICAL WHOL TPALING 

Class. Adv. Div., P. 0. Box 12 N.Y 


cover whole 


Sevth Dakota 


insulated Electrical wires 











For Rent 


42,000 ft., 1 Floor 
Very low rent. 20-150,000 sq. ft. finest space 
Excellent shipping, 16 ft. ceilings. All facilities 
for dist., mfg., assembly or storage. Mass. Write 
TOBEY REALTY 


77 Jordan Rd., Brookline, Mass 

















Count On 
P44. 4@) ee 


= Tod ¢-t-3 

om Blom 
Better Job 
Nite \gelelale 


The House! 


When you have to consider 
quality, time and costs 
your most profitable choice 


is Arrolet, for — 
SWITCH BOXES 
OUTLET BOXES 
BOX COVERS 
FITTINGS 
& RELATED ITEMS 


Quality Needed for Tomorrow 


is in Arrolet Products / 


ARROLET 


en 3.208 7 Benen, 


Montgomery, Penna 
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VICK CLEAN CUT 


APE WITH A @ 


_ SLIPKNOT PLASTIC - 


NO MORE WASTE when you cut a 

length of new SLIPKNOT #7 PLASTIC ELECTRICAL TAPE... and no 
more struggling to cut it, either. Because Slipknot’s newly devel- 
oped all-plastic tape cutter (pat. pending) rides the roll, and 
gives a quick clean cut when and where you want it. No more 
stretching and thinning the next several inches. Try new 
SLIPKNOT #7 with ZF-90 — Plymouth’s formula for total ad- 
hesion — on your next job. You'll like it, and you'll appreciate 
the cutter, packed free* in every 66-foot can. 

*Limited time offer 


PLYMOUTH RUBBER COMPANY, INC. 


Makers of SLIPKNOT FRICTION TAPE 
DIVISION 10 CANTON, MASSACHUSETTS 


SOLD OMLY 
THRU 
RECOGNIZED 
WHOLESALERS 





“WE CUT ELECTRICAL INSTALLATION COSTS 
AND GOT BETTER PROTECTION —bdy installing Fusetron Fuses 


throughout our New Dairy Plant.” 


William J. Oyala Electrical Supervisor 
Fred Meyer Co., Portland, Oregon 


Mr. Oyala continues .. . “In our new dairy 
plant in Portland, Fusetron fuses saved us about 
$800 by enabling us to use the proper switch sizes 
for the motor disconnects. This was possible be- 
cause the long time-lag of Fusetron fuses permitted 
us to install them in smaller sizes that would have 
been possible with ordinary fuses. 


“In addition, we were able to reduce the space 
required by the control centers. 


“The Fusetron fuses were installed in sizes small 
enough to give us motor-running protection as well 
as motor branch circuit protection. 


“The result of this has been the prevention of 
motor burnouts. Not once in the past year of opera- 
tion has a Fusetron fuse failed to protect a motor. 
We have 138 motors, ranging from 1/40 HP to 100 
HP, and all are protected by Fusetron fuses. 


“Both Mr. Eric Christenson, whose company 
contracted the electrical work, and myself believe 
that by installing Fusetron fuses throughout our 
entire plant we got top protection at a cost lower 
than could have been obtained by any other method.’’ 


WILLIAM J. OYALA 


FUSETRON dual-element FUSES PROVIDE SAFER, ERIC CHRISTENSON 


MORE DEPENDABLE PROTECTION 


Only Fusetron fuses provide calibration and other maine- 
10 point protection not pos nance necessary on mechanically 
sible with any other type of operated devices. 
protective device. For more information . 
write for bulletin FIS. 


Play Safe! Install Fusetron dual- 


element fuses throughout entire Electrical System! 


No Maintenance or Recalibra- 
tion Costs. Once properly in- 
stalled, Fusetron fuses require 
no inspection or down-time for 


Bussmann Mfg. Division 
McGraw-Edison Co., St. Louis 7, Mo. 


Let a user help sell 
FUSETRON Fuses for you 


Experience is the best teacher according 
to an old saying—and reciting the experi- 
ence of others is probably next best as a 
way of imparting knowledge. 

The condensed message above gives the 
actual experince of a user of Fuestron 
dual-element fuses. It tells in the user’s 
own words just how these fuses saved time 
and money for his company. 

If on your calls you quote Mr. Oyala 
to your fuse prospects and tell them of the 
money saving results he obtained by spe- 


cifying Fuestron fuses you are making a 


good start towards getting more fuse 
business. 

Should you desire more specific instances 
of the experience of users with Fusetron 
dual-element fuses, talk to the BUSS Fuse- 
man in your territory. He is continually 
receiving such material from headquarters 
—and he is always glad to help you turn 
Fusetron fuses into profits for yourself 


and your company. 


Bussmann Mfg. Division 
St. Louis 7, Mo. 
McGraw-Edison Company 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSE 


—., 
+ 


FOR INSTALLATION THROUGHOUT THE ENTIRE 


r — —— . 


ELECTRICAc SYSTE 





